IT STARTED WITH A PICTURE...... 
A PICTURE of a pair of masculine feet, cocked 
up in luxurious ease on the porch railing of a 
swanky resort hotel. The picture carried this 
caption—"‘Picture of how a man worries when he 
has a guaranteed retirement income.” 

That’s all—just a pair of “dogs” at ease—but 
it meant a lot more to this prospect than all the 
talk he had ever heard about retirement income. 

The picture appeared in THE EsTaTE-O-GRaPH, 
a picture publication sent to him by an enterpris- 
ing life underwriter. And when the underwriter 
called a few days later, he found the prospect 
ready to talk about retiring at 65, although he 
had told another underwriter just the week be- 
fore that he was zot interested in life insurance. 

Tue EstaTE-O-GRaAPH is a monthly picture pub- 
lication for you to send to your prospects. Each 
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issue contains eight pages of motivating pictures 
like this one. It is printed in Rotogravure. It 
carries the underwriter’s individual imprint on 
both front and back pages. Each issue visualizes 
some benefit of life insurance with vivid human 
interest pictures. 


Tue EsTaTE-O-GRaPH is interesting, unusual, 
distinctive. It interests the prospect in life insur- 
ance as applied to his particular situation, and 
creates a favorable impression for the under- 
writer whose name it carries. 


Would you like to see a copy and learn more 
about the service? A request will bring you a 
sample copy and complete information—if the 
franchise for your town is available. Write THE 
NATIONAL UNDERWRITER COMPANY, 
175 West Jackson Blvd., Chicago, or ask any 
National Underwriter representative. 




















This Recruiting. Book 


has proved its merit through helping Ohio National histor 
General Agents and Managers in their recruiting work. oe 











“You Are Success Incorporated” visualizes to the pros- ment 
pective agent the future the life insurance business offers, on 
and the advantages of representing The Ohio National. inns 


This Recruiting book is available for each General Agent’s B ings 
use. work 


For a General Agent’s contract write —JOHN H. EVANS, Vice-President | 


THE OHIO NATIONAL LIFE INSURANCE COMPANY jh =: 
CINCINNATI, OHIO dou 


T. W. APPLEBY, President | whi 
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Northwestern Mutual in Agency Meet 


i Optimistic Future 

Outlook Seen by 

President Cleary 
Need for Life Insurance 


Greater—Conditions Better 
on All Fronts 








The optimistic business outlook at the 
present time in comparison with the 
gloomy situation in 1932-33 was pictured 
by President M. J. Cleary at the annual 
meeting of the Association of Agents of 
the Northwestern Mutual Life in Mil- 


waukee. 

“The need of life insurance has never 
been greater than at the present time. 
The people have great amounts of accu- 
mulated funds, savings that want some 
place to go; places that are safe and 
will produce a fair return,” he declared. 

“At the present time, we find the 
financial structure in a stable condition; 
excess of funds is available; volume of 
credit is as great as at any time in our 
history. Confidence in the financial struc- 
ture is widespread,” declared Mr. 
Cleary. 


High Level of Activity 


“Looking at industry we find that busi- 
ness in its various divisions and depart- 
ments is moving at a high level of activ- 
ity. The major industries have a fine, 
encouraging backlog of orders on their 
books. : 
_ “The number of people employed in 
industry, according to reliable industrial 
Statistics, was 3 percent larger in June, 
1937, than at the 1929 highpoint. Hours 
of employment are below the ’29 level, 
but payroll is 2.4 percent above. Earn- 
ings of individuals are 18.3 percent 
over 1929, and the actual value of the 
worker’s dollar in terms of things he 
buys, or the cost of living, is 12 percent 
greater. 

“The worker has more dollars to spend 
and this is reflected in retail, whole- 
sale, manufacturing, agriculture, profes- 
sions and service fields. It all means 
something highly important to life in- 
surance, 


Will Reduce Interference 


“Construction is the only important in- 
dustry to lag. The need for construction 
is here. We have capital and credit to 
Satisfy these needs. In time the eco- 
nomic forces and social demands in- 
volved will set building forces going; 
i fear and interference will break 

n. 

. Agriculture is in a highly favorable 

Situation. There is an excellent crop 


which the world is waiting to absorb at 
Prices satisfactory to the farmers. Meat 
and dairy product markets also are fa- 
Vorable to 


‘ 


F profit,” said ‘Mr. Cleary. 
Investors, both large and small, are 
(CONTINUED ON PAGE 18) 











Production Leaders in 
Various Classes Honored 





The Northwestern Mutual Life 
adopted its so-called honor system in 
July, 1920, its outstanding feature being 
the fact that under its rules and provi- 
sians an agent strives to improve his 
own sales record. There is an annual 
classification of all agents who have 
three years average production in ex- 
cess of $150,000 a year. There is an an- 
nual award to the agent in each of the 
classes, A, B, C, D and E and in the 
group “N” gold and silver sections who 
makes the largest percentage gain over 
his own three year average in the 
classes or over his preceding year’s 
production in group “N.” All agents 
who were under contract less than three 
complete and consecutive years on June 
1, 1936, and all new agents who entered 
into contract during the last agents’ 
club year constitute the division known 
as group “N.” 


Buttons Are Given 


A new agent who pays for $150,000 or 
over in new business in any year before 
he has been under contract three full 
agent years is given a bronze button. If 
he makes an increase in the next year 
there is an award of a silver button. If 
he again shows an increase in the next 
year he receives a gold button. For 
those who aspire to the highest brackets, 
the honor system provides the “AA” 
and “XX” award, the former for the 
largest volume of reported business and 
the latter for the largest number of paid 
for lives. Annuities do not count in the 
calculation. The agents year extends 
from June 1 to May 31. 


Herman Duval’s Record 


The honor men at the close of the 
Northwestern Mutual Life Club year 
deserve attention because of some of the 
records they made. Herman Duval of 
New York City, an “AA” man who led 
in paid for business, has reported net to 
the company, excluding annuities in 34 
years, $40,814,270, an average produc- 
tion of about $1,250,000 a year. He is 
charter and continuous member of the 
Marathon Club, which is the club whose 
members pay for over and above a cer- 
tain number of lives. During 22 years 
he has paid for insurance on 3,628 lives. 


Work of a Village Agent 


Emmett Cowell of Red Bud, Iil., a 
small town in a rural community, has 
been an agent since 1926, has been a 
continuous member of the Marathon 
Club for 11 years and this year he is the 
head. In fact, in six out of 11 years of 
membership he has been the president 
and the winner of highest honor. Dur- 
ing the 11 years he has paid for $3,365,- 
500 on 2,065 lives. His average has been 
18734 lives a year. Last year he paid 
for insurance on 250. He gets the 
“XX” award. 

H. L. Peebles of Charleston, W. Va.. 
paid for the second largest amount of 





new business, his volume being $1,411,- 
545. His percentage of increase was 
106.47. In 1935 he had the distinction of 
having paid for the largest amount of 
new business ever reported by a new 
agent in his first and second years with 
the company, $1,010,000 and $1,681,500 
respectively. 


A. H. Smith and I. C. Renfrew 


A. H. Smith of Nashville, the Ten- 
nessee leader, and second producer in 
his class won the class C award which 
includes those who paid for between 
$300,000 and $500,000 on the average for 
three years. His amount last year was 
$679,658, increase 87.96. 

I. C. Renfrew, Hutchinson, Kan., the 
leader in his state, was the largest pro- 
ducer in class D which includes a three 
year average between $200,000 and $300,- 
000. He paid for $503,200, an increase 
of 123.33 percent over his three year 
rating. Duriag his 21 years he has paid 
for $5,623,487 and in only one of these 
years did he exceed his most recent an- 
nual production. 


Pickell—Class E Leader 


K. W. Pickell of Detroit was the lead- 
er in class E, which includes the three 
year average men producing between 
$150,000 and $200,000. He paid for 
$347,000, an increase of 131.08 over his 
average paid for production for three 
years. He was the fourth largest pro- 
ducer in his class. 

R. U. Redpath, Jr., of New York City, 
who has‘been an agent for three years 
and seven months, wins the gold button 
for making the highest percentage of in- 
crease, 93.9 percent over his silver but- 
ton group. His group “N” production 
for the past three agent years totaled 
$1,654,603. He is a member of the 
“Half Million-and-Over Club.” His pro- 
duction $844,492 is the highest amount 
paid for by a gold button winner in the 
last 10 years. H. F. Robinson of New 
York City is the winner of the junior 
certificate of honor awarded to the sil- 
ver button class with the highest aver- 
age increase over his bronze button 
production. His total paid for was $282,- 
377 representing an increase of 86.08. 
He has been an agent since Aug. 25, 
1933. 


Teeple Wins Agency Cup 


The General Agency Achievement 
cup was awarded to P. G. Teeple, Mar- 
quette, Mich., for leading all general 
agencies of the company in a contest 
based on balanced factors between con- 
servation and production progress. 

The District Agents Cup was awarded 
Bruce W. Gilmore, DeKalb, IIl., succes- 
sor to Cormack & Gilmore, three times 
winner, and district agent under B. J. 
Stumm general agency, Aurora, Ill. Dr. 
C. E. Albright who won the “AA” hon- 
ors prize for 30 consecutive years, an- 
nounced his retirement from further 


——a 








Cantrall Honored 
at Northwestern 
Mutual Life Rally 


Elected President of Agents’ 
Association at Record Meet- 
ing in Milwaukee 








MILWAUKEE. — With the large 
home office building auditorium over- 
flowing and with loud speakers installed 
in adjoining smaller halls, the annual 
meeting of the Northwestern Mutual 
Life’s Association of Agents was held 
here this week. 

Evans Cantrall, Springfield, IIl., is 
the new president of the agents’ asso- 
ciation. Other officers are: vice-presi- 
dent, Ralph D. Theissen, Lincoln, Neb.; 
secretary, Westley Tuttle, Milwaukee. 
The standing committee of the associa- 
tion is composed of A. E. Baker, 
Indianapolis, chairman; H. R. Kauf- 
mann, Minneapolis; Milton Koch, St. 
Louis; Thomas Lauer, Joliet, Ill., and 
Charles Hibbard, Detroit. 


Albright Presents Greeting 


Luncheons were held by the Special 
& Soliciting Agents Association, Presi- 
dent A. E. Baker, Indianapolis, presid- 
ing; and by the District Agents’ Asso- 
ciation, Ralph Theissen, Lincoln, Neb., 
chairman. Dr. C. E. Albright, Milwau- 
kee, who was for 30 years the North- 
western Mutual’s premier producer until 
he retired from competition a year ago 
to be succeeded by Herman Duval, New 
York City, was chosen by the $500,000- 
and-Over Club at its breakfast to bring 
greetings to the general session when 
A. E, Baker, Indianapolis, presided as 
chairman. He reported 30 agents quali- 
fied for the club during the past agents’ 
year by writing $500,000 or more, while 
three agents wrote $600,000 or more, 
three wrote $700,000 or more, two wrote 
$800,000 or more, and two wrote $1,000,- 
000 or more. Next to Herman Duval, 
New York City, with the largest per- 
sonal production of $1,588,350, was H. 
L. Peebles, Charleston, W. Va., and 
Pittsburgh, Pa. with $1,411,545, who 
won the Class C award in 1935 and has 
the distinction of having paid for the 
largest amount of new business ever re- 
ported by a new agent in his first and 
second years with the Northwestern 
Mutual, namely, $1,010,000 and $1,681,- 
500, respectively. This year he won the 
Class B award with a percentage of 

(CONTINUED ON PAGE 18) 





competition last year. His production 
was not revealed. 

The production awards were made at 
the opening session of the annual agents’ 
meeting in Milwaukee this week by 
Grant L. Hill, director of agencies. 
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Caution, Not Competition, 


Main Option Accord Snag. 





Probably of greater moment than 
competitive considerations in delaying 
inter-company uniformity on settlement 
option procedure are the variance in 
standard forms used and the lack of 
united opinion on just what miay be done 
without rupning the risk of future liti- 
gation with the assured’s heirs, or con- 
fiict with state laws, or at least undue 
complications and expense in putting the 
assured’s wishes into effect. 

For example,.one company may have 
its standard settlement option forms set 
up in such a way that a desired modifi- 
cation may readily be made without ne- 
cessitating a conference with the legal 
department and a vast amount of cler- 
ical work. Another company, however, 
may not have this particular set-up and 
in addition may feel that the first com- 
pany’s system doesn’t cover all the riec- 
essary angles- or that the contemplated 
arrangement is not permissible under 
the laws of the state involved. 


Exact Uniformity Not Expected 


It is not regarded as likely or even 
particularly desirable that there should 
be exact uniformity among the compa- 
nies. Prabably the first phase will be to 
get together on the essentials and iron 
out the minor wrinkles later. The trend 
to uniformity may not necessarily work 
in the direction of greater restriction ex- 
cept in so far as the fantastic settlement 
schemes are concerned. 

In interchanging information on prac- 
tices, it is quite possible that Company 
A will find that on certain points on 
which it had been particularly strict a 
number of other companies have been 
more liberal for years without any ill 
effects and that consequently Company 
A will feel that it has been needlessly 
consérvative and might just as well 
loosen up a little. 


Converse Also Applies 


The converse of this may also be ex- 
pected to hold true. A company which 
is ultra-liberal on some point is. likely 
to feel that it is unnecessarily impairing 
its reputation for conservatism when it 
holds to its course in the face of a solid 
front of a score or so of the leading 
companies in the business. 

There have been cases where an as- 
sured got a desired modification from 
the first company he applied to but was 
denied his request by all the other com- 
panies with which he had policies on 
the ground: that it might result in future 
trouble for his.-beneficiaries. He. then 
went back to the first company and had 
his policy. changed to conform with. the 
position of the other.companies. In this 
‘way a company which -held-out against 
the-considered opinion of the others in 
its field -might :find «its liberality a com- 
‘petitive disadvantage rather than an ad- 
vantagescnr 34 000005" 12 
What Is “Reasonable” Expense? 


Aside. from the: question .of legality 
under the laws against perpetuities 
which many states have and of the pos- 
sibility that a certain series of contin- 
gencies may result in a court fight 
among the secondary beneficiaries, there 
is the expense angle. Here again there 
is, cansiderable divergence of opinion 
among. companies as to just how much 
service the settlement option policy- 
holder is-entitled to. About 25 percent 
of business currently sold contains sqme 
form of settlement option and it is esfi- 
mated that.from 35 to 50 percent of 
death claims settled currently have this 
feature, put there by the insured or the 
beneficiary. aaa 

All this means tens of thousands of 
dollars of expense a year for a company 
of .any size and there is no expense 
foading in the.settlement option set-up. 
«{n addition. the options are set up on a 
~ 3 percent, interest. guarantee basis and 





actuaries are questioning the wisdom of 
attempting to predict several generations 
into the future just what the interest 
rates will be. 

Double indemnity is an expense prob- 
lem: Unless’ it is arranged to-be paid 
out in the same proportions as the face 
of the polity or else paid in cash, it 
means virtually writing two separate set- 
tlement option agreements. This may 
be all right where a substantial amount 
of insurance. is involved but .overhead 
makes it expensive on smaller policies. 
Here again there is divergence of opin- 
ion. How large should a policy have to 
be before it is proper to grant this spe- 
cial double indemnity service? 

Of the major points in connection 
with settlement option limitations, prob- 
ably the most debated is how far into 
the future the companies should be will- 
ing to pay income to a secondary bene- 
ficiary. There is no thought of trying 
to limit the income-paying period to the 
primary beneficiary, even though she 
might live to be 100. But in case the 
primary beneficiary predeceases her chil- 





Ordinary Life Sales Up 
8 Percent for Six Months 





Nearly $4,000,000,000 of new ordinary 
life (exclusive of group) was put in 
force in the United States during the 
first six months of 1937, according to 
the Sales Research Bureau. June con- 
tributed $645,995,000 to the-six months 
total of $3,816,351,000, representing an 
8 percent gain. All sections of the coun- 
try have experienced a significant in- 
crease in sales during the last six 
months, although the middle Atlantic, 
west south central and mountain sec- 
tions experienced a slight recession dur- 
ing June. For the country as a whole, 
June sales were 2 percent ahead of last 
year. 

Details by sections for the month and 
year to date are given below: 

June, 1937 First 6 Months 


© o 
£ 3 a 53 
5 a 3 a 
ce. 5 So rf 
PS «se rs er) 
25 oe n> 3S 
La En Lam zs 
af as 8S ws 
U. S. Total. .$645,995 102 $3,816,351 ... 
New England 47,797 101 297,115. 110 
Middle Atlan.181,383 98 1,118,409 106 
East No. Cen.147,103 108 870,905 111 
West No. Cen. 63,508 101 357,801 104 
So. Atlantic... 59,658 107 349,936 111 
East So. Cen.. 26,222- 110 145,789 111 
West So. Cen, 50,090 98 279,909 105 
Mountain -.... 17,149 98 99,545 104 
Pacific ...... 53,085 296,942 104 


Sales by Cities” ~ 


Boston ordinary life sales. were off 4 
percent in June with a gain of 4 percent 
for the first six months. Chicago was 
up 11 percent-for both periods. Cleve- 
land sales were up 21 percent in June 
and 14 percent for the year. Detroit was 
21 and 9,-Los Angeles 4 and 7. New 
York was down 1 percent in June and 
up 8 percent for the year. Philadelphia 
was up 1 and -9, St. Louis 15 and 6 
percent. 

‘Companies having $400,000,000 or 
more insurance in force showed a2 per- 
cent gain in June and 8 percent for the 
first six months, 52 percent of these com- 
panies showing gains in June and 86 
percent for the year. The companies in 
the $150,000,000 to $400,000,000 class in- 
creased sales 6 percent both in June and 
for the six months, 61 percent of the 
companies showing gains for June and 
72 percent for the year. In the $150,- 
000,000 class a 3 percent decline for June 
was shown and a 7 percent gain for the 
year, 52 percent of the companies re- 
porting gains in June and 62 percent 
for the year. 


dren—and she normally does, of course 
—what limit should companies set on 
the length of time they will pay income 
to the children before ‘paying the unex- 
hausted principal to the children? 

The New York Life and the-Pruden- 
tial have ruled that if the principal ben- 
eficiary doesn’t outlive the insured by 
30 years, the company is willing to pay 
income to the secandary beneficiaries’ 
for the portion of the 30-year period re- 
maining at the primary ‘beneficiary’s 
death. This means that the youngest 
child would be sure of a guaranteed in- 
come until he or she were at least 30 
years old. 

There seems to be little dissent about 
this plan as it applies to sons. Most 
people feel -that if a man isn’t fit to 
handle the lump sum that is coming to 
him by the time he is 30 years old he is 
never going to be and if he runs through 
it and he is just that much better off 
than the fellow who never had it to 
spend. 


Daughter May Need Income 


However, the situation is different 
when it comes to daughters. With all 
their increased freedom, women are not 
in the same economic boat as men, and 
it is frequently desirable to assure a 
daughter an income that a spendthrift 
husband cannot destroy by unwise han- 
dling of the principal behind it. On the 
other hand, to set no limit on the num- 
ber of years that a company will pay 
income to a secondary beneficiary may 
be opening the way to guaranteeing an 
income for a period which could run to 
100 years from date of issue. 

One suggestion is that the income to 
the principal beneficiary would be a 
guaranteed one, as at present, the sec- 
ondary’s beneficiary’s income would not, 
at least after a reasonable period, be at 
a guaranteed rate but only such as the 
company could earn. This plan, how- 
ever, brings up the question of the fair- 
ness of keeping money tied up and yet 
not guaranteeing any definite return on 
it. Possibly some modification of this 
idea can be worked out which will guar- 
antee an income to a man’s daughters 
without exposing the companies to un- 
due future interest drain. 





Connecticut General’s First 


A. & H. Head Is Dead 


NEW YORK.—A. P. Woodward, 59, 
first head of the Connecticut General 
Life accident and health department and 
since 1925 a partner of the Goulden, 
Woodward & Gudeon agency of that 
company in New York City, died Sun- 
day in Peck Memorial Hospital, Brook- 
lyn, after a brief illness. 

Earlier this year Mr. Woodward cele- 
brated his 25th anniversary with Con- 
necticut General. He left the Travelers 
in 1912 to become.secretary of the Con- 
necticut General accident department, 
the position he held until 1925; when he 
went into the general agency field. Mr. 
Woodward was regarded as*‘one of the 
authorities on accident and’ ‘health in- 
surance. 


Oversaw Building’s Erection 


In addition to starting the Connecti- 
cut General in the accident business and 
having full charge of that field from 1912 
to 1925, Mr. Woodward was responsible 
for overseeing the construction and lay- 
out of the present home office building, 
which was completed in 1926. - During 
the first part of his residence in New 
York Mr. Woodward commuted  be- 
tween New York and Hartford, keeping 
a check on building operation as the 
structure was finally completed. 

Mr. Woodward’s principal hobby was 
sailing. He had a sloop at Toms River, 
N. J., -his summer residence, and was 
commodore of the Toms River Yacht 
Club. He was head of the South Toms 
River town council. He was at one 
time vice-president of the New York 
City Life Underwriters Association and 
as a member of the New York State Life 
Underwriters Association worked with a 
committee on legislative and insurance 





Varied Musical Program 
Arranged for Convention in 
Denver ; Some Changes Mad 





_Miss Katharine Fisher of New York 
director of the Good Housekeeping |p. 
stitute and a noted home economist, ha 
been added to the program of the won. 
en’s division at the Denver canventioy 
of the National Association of Life Up. 
derwriters. She will talk on “Wome 
and Their Business.” Miss Fisher te. 
places Judge Florence Allen of Cleve 
land, who was obliged to resign fron 
the program because of a serious acci 
dent. 

Mrs. Eleanor Young Skillin, who wa; 
scheduled to deliver an address, “Bestir. 
ring Ourselves,’ on the women under. 
writers’ program during the Denver con. 
vention of the National Association oj 
Life Underwriters, will be unable to ap. 
pear due to illness. She is in a hospitd 
and her doctor has advised that it will 
be impossible for her to make the Den. 
ver trip. She is with the Rayer agency 
of Penn Mutual Life in Chicago. 


Other Changes Told 
Mrs. Celia R. Downes, Pacific Mutual, 


Boulder, Colo., who was scheduled to at: 
dress the women’s division sales seminar 


on “Problems of Approach,” announce) 


that she cannot keep the engagement. 
“Minimum Incomes for Life Under. 


writers” has been announced as the sub-f7 
ject of A. E. Patterson’s address before 


the Wednesday morning ‘session of the 
convention. 
Ernest J. Clark of Baltimore, state 


agent John Hancock Mutual, and Mrs.— 
Clark, sailed for England Wednesday of | 
this week. They will return in Septem > 


ber. Mr. Clark thus will be unable to 
attend the annual meeting of the No 


tional Association of Life Underwriters 
in Denver. This will be only the second F 
such convention that he has missed inf 
He is chairman of F 
the American College of Life Under 
writers and this will be the first annul F 
meeting of the college that he ha} 


the past 37 years. 


missed. He was scheduled to preside 
at the confirment exercises of the col 
lege in Denver. 

Two noted quartettes and two singers 
and song leaders of international repu- 
tation will provide the entertainment on 
the main program. Houston and St. 
Louis, the contenders for the 1938 con- 
vention, will battle it out on the con 
vention stage in song as well as story 
by sponsoring twa of the entertainment 
features, while the host association wil 
present a group. 


Noted Song Leaders 


Houston will have Walter R. Jenkins, 


a singer of international. fame who has 
been official song leader at 10 Interna- 
tional Rotary conventions. He will ap- 
pear on the Wednesday morning pro- 
gram. B35 

“The St.- Louis “Convention Bureat 
Quartet,” a Negro group that has won 
much Missouri fame with its renditions 
of spirituals and popular songs, will pre- 
sent the St. Lowis side, also on Wednes- 
day morning. 63 

Jules Brazil of Miami will be the of- 
ficial convention song leader, appearing 
on all general sessions and managing 
the entertainment for the fellowship 
luncheon. Mr. Brazil is an outstanding 
song-leader of civic and trade associa 
tions. : 

Colorado, the host association, wil 
present a group -of -four singers know! 
as the “Denver Cowboy Quartet,” a pop- 
ular local group. They will appear a 
the Thursday morning meeting. 


MEETING FOR POLICYHOLDERS 


DENVER—A | giant _ policyholders 
meeting will be held Tuesday evening 
during convention week, according 1? 
Isadore Samuels, general chairman © 
the local executive committee. Spon- 
sored by the Colorado association it w! 
be held in the-city auditorium. It will 
be the first such meeting ever held i 
connection with the convention. A! 








department matters. 
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‘Much Hinges on 
Vauitreasury Rule on 
K.C. Life Agents 
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WASHINGTON.—Decision on the 
Kansas City Life’s agent’s contract ex- 







10 was ‘ 
Bestir. | mpected momentarily from the internal 
under-P revenue bureau, is awaited with par- 






ticular interest by life companies as 
indicating whether the usual type of 
commission contract exempts ordinary 
agents from an employe basis under 
the social security act or whether com- 
panies must copy, virtually word for 
word, the Northwestern Mutual Life’s 
contract, the only one which the bu- 
\reau has so far exempted from em- 
F ploye status. 









eae "§ The bureau’s decision in the case of 
ant, Northwestern Mutual relieved the com- 
Indep = panies of the irksome and extensively 
e sub-f complicated task of filing for each 
before agent with the social security board, 
nf thepae to say nothing of the expense involved 
in paying out contributions for old age 
state benefits. But it still left the problem 
| Mrs P= of revising agency contracts so that 
lay of ps» the internal revenue bureau would have 
ptem-f ™ to give the same favorable decision as 
ble to) it did in the Northwestern Mutual case. 
> Na fm This would mean alterations in every 
‘riters |) agent’s contract ranging from perhaps 
econ( {4 Minor changes in wording to an entire 
ed infos BREW contract following exactly the 
a of i language of the Northwestern Mu- 
Inder: : tual’s. 
nnualf | Massachusetts Mutual First Case 
. a 
ese Decision in the case of the Massa- 
. col |» Chusetts Mutual, the test case sub- 
; ') mitted before the Northwestern’s, was 
ngers /y to the effect that agents operating un- 
repu: [em der it are employes within the mean- 
at ot B img of the social security act. How- 
i St) cet, though the Northwestern Mutual 
com fo, decision has been published in the bu- 
con- f) teau’s reports the Massachuseets Mu- 
story i tual decision was not published. This 


is taken by some observers to mean 


met © that the Massachusetts Mutual decision 
may be withdrawn, leaving the North- 
' western Mutual decision to stand as 
: representing the department’s attitude, 
kins, f= not only towards the Northwestern 
y has f= contract in particular but also toward 
erna- : the general run of agency contracts, - 
lap) The Kansas City Life contract is 
pro — More like the usual agent’s contract 
than is the Northwestern Mutual’s. 
reat P) The Massachusetts Mutual’s is also 
wor e Somewhat more _ typical than the 
tions fF  Northwestern’s. However, it is gener- 
pre f) ally felt that to term agents operating 
Ines- under the Northwestern contract in- 
ependent contractors and the agents 
2 of- working under other companies’ con- 
ring tracts employes is drawing a distinc- 
ging tion where none actually exists. 
jr Fear Exemptions Will Spread 
ocia- The principal fear of the Treasury 
; Department seems to be that if it ex- 
will empts life agents operating under a 
own commission contract it opens the way 
pop- for exemption of all other salesmen op- 
r at erating on a commission basis. There 
are quite a few businesses which em- 
ploy commission salesmen and exercise 
No more control over them than the 
re life companies do and it has been the 


: aim of the social security board and 
ning the internal revenue bureau to include 
to everyone possible within the social se- 
| of curity act and make no exemptions 
0N- which could possibly be avoided. 

will If it turns out that under the present 
will law all commission salesmen are ex- 
| in empt, it is regarded as quite possible 





Cut in Group A. & H. Rates 
Runs as High as 10 Percent 





Favorable Morbidity Rate Is 
Given Recognition by Group As- 
sociation Companies—Map Pro- 
duction Drive 





The rates for group accident and 

health covers charged by companies be- 
longing to the Group Association are 
being reduced effective Aug. 1. Policies 
written in July will take the new rates 
upon the next monthly premium pay- 
ment dates. 
The reduction varies according to the 
plan. For the most popular plan, upon 
which perhaps 85 ta 90 percent of the 
business is written, the rate is reduced 
to 66 cents per month for each $10 of 
weekly benefit. Heretofore the rate has 
been 73 cents. This is a non-occupa- 
tional plan with benefits from the first 
day on account of accident disability and 
benefits from the eighth day on account 
of sickness disability. Where the sick- 
ness waiting period is only three days, 
the new rate is 86 cents as compared 
with the former rate of 89 cents. 

The largest reduction is about 10 per- 
cent and on some plans the change is 
negligible. 

For the past two or three years the 

(CONTINUED ON LAST PAGE) 








the law so that such independent con- 
tractors are covered for old age bene- 
fits though not for unemployment 
benefits. Of more immediate concern 
is the probable action of the various 
states, quite a few of which have held 
that agents are employes within the 
meaning of their unemployment insur- 
ance statutes. As it stands now, a 
Northwestern Mutual Life agent in 








On Special Committee of 
United States Chamber 








FRANK W. McALLISTER, 
Kansas City, Mo. 


F. W. McAllister, vice-president and 
general counsel of the Kansas City Life, 
is one of the members of the special 
committee of the United States Chamber 
of Commerce to carry out its extensive 
program of activity in insurance for the 
next year. He is a former chairman of 
the Financial Section of the American 
Life Convention and is former attorney 
general of Missouri. 








New York state, for example, is an in- 
dependent contractor to Uncle Sam but 
an employe to the New York State tax 
commission. 








acquires wisdom. 


figures :— 


profitable than repliers. 


Independence Square 





Those Non-Repliers 


The beginner in Direct Mail salesmanship eventually 
But at the outset he judges results by the 
number of replies from those to whom the pieces were sent. 
And is apt to turn up a skeptic nose, inwardly or outwardly, 
when told that the business obtained from non-repliers pro- 
vides Direct Mail’s super-profit. Well, here are some authentic 


A year’s mailing by one company was 111,000 pieces. 
There were 1,604 replies. In that group 231 bought $769,843 
- of life insurance, for premiums of $31,305. By contrast, 1,713 
non-repliers bought $5,667,820, and paid $207,369 in pre- 
miums. The non-replier lives were almost 8 times as many as 
the repliers; the non-replier insurance was almost 8 times as 
much as the replier; and the non-replier premiums were about 
7 times as much as the replier premiums. 
These are typical life insurance Direct Mail proportions 
of replier and non-replier business. 
That’s a law of Direct Mail! 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


Non-repliers are more 
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Ar- that an attempt will be made to amend 


















Outside Viewpoint 
on Life Insurance 
Advertising Given 





Experts in Various Fields 
Address Life Advertisers at 
Indianapolis Meeting 





Constructive suggestions for improve- 
ments in life insurance advertising were 
given by several experts from autside 
of the business itself at the north-central 
regional meeting of the Life Advertisers 
Association in Indianapolis. Harry V. 
Wade, vice-president American United 
Life, general chairman of the committee 
on arrangements, presided. 

“Insurance is about the happiest sub- 
ject under the sun,” said Lyman Tem- 
pleton of the Don Herold Co., New 
York, who asked: “Why should so much 
insurance advertising wear funeral 
clothes?” He believes life insurance ad- 
vertising could be made more effective 
by turning on the light and brushing 
away the suggestion of gloom. 

“Dan’t forget that what you are sell. 
ing fundamentally is happiness, even fun, 
for women and children . . . and tor 
men in their later years,” he advised. 
“rue you are selling security . . . but 
security for what? Security for living, 
loving and laughing.” 

Much life insurance advertising is 
serious, long faced and institutional. 


Advertising Should Help Agent 


_ It is no longer necessary to sell the 
institution of life insurance, but the 
agent needs prestige and must establish 
himself as a personality in his commu- 
nity and through its publicity program 
the company can help the agent attain 
this position of advantage, he said. “The 
prospect doesn’t object to life insurance 
as an institution; his resistance is ta the 
agent.” 

He suggested that company advertising 
should (1) bridge the gap between the 
agent and the prospect; (2) educate and 
cultivate the prospect so as to move him 
over to an interview basis; (3) commit 
the agent to his promation in such a 
way that he will not give up; (4) give 
the agent a continuous systematized 
prospecting procedure and guide him in 
this effort; (5) keep the agent at it 
long enough to get results and estab- 
lish a routine. 

He did not recommend the frivolous 
type of advertising but believes that a 
medium ground could be established. 
However, he said the cartoon advertis- 
ing his company has done for a number ~ 
of life companies has proved very suc- 
cessful. 


Outlines Building of Campaign 


Fred L. Fisher, advertising manager 
Lincoln National Life, set up a “pro- 
duction line” by means of a series of un- 
folding charts illustrating step by step 
the conception, building up and launch- 
ing of an advertising campaign at the 
home office. At each step as the com- 
paign is carried along the line, different 
groups in the home office meet and dis 
cuss the plan. The first siep is for the 
advertising manager to sell his idea to 
the president and some director of field 
service. Questions considered at this 
conference are whether the idea is work- 
able, whether it has ever been tested, 
whether the company can afford it, 
whether it can be promoted, whether it 
contains a universal idea and whether it 
will tie in with the company’s traditions. 

Mr. Fisher pointed out that company’s 
purpose is to emphasize the picture of 
Lincoln so that when one sees this like- 
ness he naturally thinks of this com- 


pany. , 
John Burkhart, Indianapolis general 
(CONTINUED ON LAST PAGE) 
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Arranging for Insurance 
Chair at State University 


Texas Association of Life Un- 
derwriters Appeals to Home 
Companies to Back the Move- 


ment 





A second meeting of the committee 
appointed by the Texas Association of 
Life Underwriters to arrange for the 
establishment of a chair of life insur- 
ance in tlte University of Texas will be 
held early next month. The initial meet- 
ing was held in Dallas, July 19. The 
committee consists. of D. C. Bintliff, 
Houston; Matthew Brown, San Antonio; 
Barney Shields, Dallas; Ricks Strong, 
Dallas, and Alva Carlton, Houston, 
chairman. In addition there were pres- 
ent Insurance Commissioner Daniel and 
Dean J. A. Fitzgerald of the School of 
Business Administration of the univer- 
sity. 

Brief Was Presented 


The brief prepared by the committee 
was presented to the executives of 20 
Texas legal yeserve life companies as 
follows: American National of Galves- 
ton, Amicable Life of Waco, Fidelity 
Union Life of Dallas, Great American 
Life of San Antonio, Great National 
Life of Dallas, Great Southern Life of 
Houston, Gulf States Life of Dallas, Re- 
public National Lite of Dallas, Rio 
Grande National Life of Dallas, Sea- 
board Life of Houston, Southland Life 
of Dallas, Southern Old Line Life of 
Dallas, Southern Standard Life of Hous- 
ton, Southwestern Life of Dallas, State 
Reserve Life of Fort Worth, Texas Life 
of Waco, Texas Prudential Life of Gal- 
veston, Texas State Life of Dallas, 
United Fidelity Life of Dallas, Western 
Reserve Life of San Angelo. 


Want the Chair Financed 


In the brief presented it was stated 
that if the chair were established by 
private endowments then. the university 
must be assured that funds will be avail- 
able for a sufficient number of years to 
insure the permanence of the work. At 
least a 10-year program should be 
adopted as the minimum, the committee 
states, and it is apparent that at least 
$12,500 annually will be required. It is 
suggested that the Texas legal reserve 
companies sponsor this movement. The 
earliest date when the legislature would 
take this matter up would be January, 
1939. The committee in its brief states 
that the authorities and board of re- 
gents of the university approve of and 
will support seriously the establishment 
of a chair of life insurance when suffi- 
cient additional funds are supplied. Al- 
though the university will retain com- 
plete control and direction over the 
department it will desire and expect 
constructive advice from the Texas legal 
reserve companies. 7 

At the meeting of the Texas Associa- 
tion of Life Underwriters in June a res- 
olution was unanimously adopted en- 
dorsing the establishment of such a 
chair. A proposed four-year course in 
life insurance is mapped out and sug- 
gested as a working plan. 


Indianapolis Life Picnic 

About 135 participated in the annual 
home office picnic of the Indianapolis 
Life. Golf prizes were awarded to 
Newell Munson, H. M. Fleenor, A. H. 
Kahler, William McGowan and Eleanor 
Lyons. ‘ 

Winners in other sports were: Swim- 
ming, Julia Ann Mennel, Irma Worth 
and Evelyn Kellogg; tennis, Sara Jordan 
and Raymon Freeman; croquet, G. W. 
Anawalt and B. C. Pfeiffer; horseshoes, 
Lloyd Thomson, actuary Indiana depart- 
ment, and Rosemary Massa; _ bridge, 
Beulah Dorman, Virginia Lawson and 
Mildred Martin. 

E. F. Kepner, master of ceremonies, 
also announced the home office staff 
winners on the basis of insurance writ- 
ten during President’s Month. 








Prominent at Agency Convention 











M. J. CLEARY, President 


activities. 





















GRANT L. HILL, Agency Superintendent 


President Cleary and Superintendent of Agents Grant L. Hill of the North- 
western Mutual Life were busy men this week inasmuch as the annual meeting 
of the agency association took place in Milwaukee. Both were prominent in the 








To Tax Philadelphia 
Premiums of Home Town 
Mutual Companies 





PHILADELPHIA—In lieu of a 4- 
mill tax on assets of mutual life and 
nutual fire companies domiciled in this 
city, a 2 percent tax on premiums cal- 
lected within the city limits is very 
likely to be imposed, effective Aug. 1. 
The city council is expected to vote such 
a tax this week. 

The 4-mill asset tax was voted by the 
council but was vetoed by the mayor. 
The companies, it is understood, will 
not resist the premium tax, which would 
remain in effect for three years and four 
months. It is estimated that this tax 
will produce between $200,000 and $500,- 
000 a year. 

Four life companies and 11 fire com- 
panies will be affected. 

Robert Dechert, counsel for Penn 
Mutual Life and attorney for the four 
life companies in the tax matter, de- 
clared: “We are perfectly willing to 
pay a reasonable tax. The new tax is 
not exactly by agreement, but it was 
understood the mayor would propose it 
and we would not contest it. We have 
said all along that we would agree ta a 
tax restricted to business originating in 
Philadelphia. We can stand that on a 
three-year basis.” 





Old Republic in New York 


Old Republic Credit Life of Chicago 
has been licensed in New .York. Vice- 
president Jas. H. Jarrell is now in New 
York City completing some _ business 
connections that have been held in abey- 
ance pending the issuance of the license. 
Old Republic successfully specializes in 
contracts with so-called industrial banks 
insuring unpaid personal loans against 
death of the borrower. Old Republic 
is now the third Illinois company li- 
censed in New York, the others being 
Hercules Life af Sears, Roebuck & Co., 
and Victory Mutual, the Negro com- 
pany. 


Salary Savings Counsellor 


The appointment of C. F. Sheedy as 
a salary savings counsellor in Pittsburgh 
is announced by the Reliance Life. He 
has been in the insurance business there 
for 23 years. Mr. Sheedy was born in 
Ireland, located in Altoona when a boy 








and moved to Pittsburgh in 1914. 





American Life Convention 
Will Reduce Period of Its 
Annual Meeting One Day 





The American Life Convention, 
which will meet at the Edgewater 
Beach Hotel, Chicago, Oct. 11-14, for 
its annual gathering cuts down _ its 
usual meeting by one day. The plan 
has been changed slightly. The Legal 
Section, as usual, will consume the 
first two days, Monday and Tuesday. 
The Financial and Industrial Sections 
will meet Tuesday, the Financial Sec- 
tion having a full day and the Indus- 
trial Section taking enough of the day 
to meet with needs of its program. 
The Agency Section will open the 
Wednesday program and the official 
general session will convene Wednes- 
day afternoon, continuing through 
Thursday. The executive session, in- 
stead of ‘being held the last afternoon, 
will be held Wednesday evening and 
the annual dinner dance will be held 
Thursday evening, the last feature of 
the convention. That plan therefore 
cuts off the former Friday sessions. 





W. S. Newton with Paul Sanborn 


Paul C. Sanborn, general agent for 
the Connecticut Mutual in Boston, an- 
nounces the appointment of W. S. New- 
ton, Jr., as supervisor of recruiting and 
training. Mr. Newton recently resigned 
as general agent in Newark, N. J. for 
the Atlantic Life. 

In 1929, he started in the business 
with the Connecticut Mutual office in 
New York City then in charge of P. M. 
Fraser who is now vice-president. As 
a personal producer he demonstrated a 
marked ability which proved of definite 
value when he assumed charge of a full 
time unit in the ordinary department of 
one of the Prudential’s New York City 
agencies. 





Reiffen to Provident Mutual 


Reuben Reiffen, who has been man- 
ager of the Newark office of the Home 
Life of New York for about two years, 
has resigned ta become associate gen- 
eral agent of the Provident Mutual Life 
in Paterson, N. J., where A. F. Gillis, 
general agent for northern New Jersey, 
has opened a branch office. 

Before gong to Newark he was with 
the Home Life in Paterson in a super- 
visory position. 







New Responsibilities Are 
Imposed on Field Heads 


Superintendent of Agents Ke, 
agy of Mutual Benefit Chary 
General Agents Cook and Pz, 
sons at Banquet Meet 


Responsibility for carrying out thy 
Mutual Benefit’s new field developmey' 
program, which is calculated to result; 
quality business and quality agents, w, 
imposed by H. G. Kenagy, superinter, 
dent of agents, upon Paul W. Cook anj 


agents, at a dinner. 


to Mr. Drew. 


and confidence of clients. 


than in volume of business. 


the business. 

More will be done for the gener 
cause of life insurnce by such a pro. 
gram, Mr. Kenagy believes, than by ay 
other method. He read a letter fron 
President Hardin felicitating the ney 
men. 


Many Notables Attend 


Home office officials, general agent 
from a wide area in the central west ant 
officers of various Chicago life organiz- 
tions attended the gathering. Mr. Drew, 
who has been somewhat ill, decided no 
to undergo the emotional strain of 9 
ceremonious a leave-taking, and went to 
his summer home in Maine with Mr. 
Drew. By letter he bade his 
friends good-bye. 


mising devotion to right principles, u- 
stinted giving of self and genuine, sit- 
cere interest in people. C. C. Otto, St. 
Louis general agent, was toastmaster. 
Four home office officials were pres 
ent, including besides H. G. Kenagy, 6. 
Ream, assistant superintendent 0 
agents; Carroll Travis, field service mat: 
ager; and Harold Smith, assistant, 
agency department. Out-of-town Mut 
ual Benefit general agents attending 
were: J. S. Drewry, Cincinnati; F. \. 
Winkler, Cleveland; W. 


R. Stotz, Grand Rapids; H. L. Choate, 
Washington; E. C. Hawes, Bangor, Me. 


berger, Springfield, Ill.; F. C. Hughes 
Milwaukee, and Virgil Samms, Indiar- 
apolis. Messrs. Choate, Otto, Hawes 


by Mr. Drew. F. E. Stewart, managing 
agent of Davenport, Ia., also was present. 


Solenberger Reminisces 


General Agent Solenberger, 
Mutual Benefit service started in 1903. 
and who has known Mr. Drew for nearly 
30 years, gave highlights of his charac- 
ter, saying he was a man who could 
fight as well as love; who had principles 
for which he stood even if he had to 
stand alone. Mr. Drew was one of the 
earliest company men—as Mutual Bent: 
fit superintendent of agents—to take 4 
militant stand for quality of business 
and agents, and to push for education 
of agents to place them on a professional 
basis, Mr. Solenberger said. 

Greetings to the absent Mr. Drew and 
to Messrs. Cook and Parsons, also wet 
extended by Mr. Hughes, A. E.. Mc 
Keough, president Chicago Association 
of Life Underwriters; Frederick Bruc! 
holz, the past president; E. M. Schwemm, 
president Chicago chapter of C. L. U: 
B Groves, president Life Agency 





Supervisors of Chicago; Harold Eck 



















Bruce Parsons, the new Chicago generjh- 
Honors were pail 
also to A, A. Drew, retiring gener 
agent, and A. S. Ingersoll, who take 
charge of the new clearing house in Ch. 
cago and was for many years assistay} 


The Mutual Benefit’s new rules ree 
quire that every agent do a quality jp 
and earn a good living and the respep 
The generh. 
agents must first select and train agenih™ 
with these objectives in view, then elin} 
inate selfish, bungling agents, and be inf 
terested more in this building progran}” 
Even ine. 
fective older agents must be eased out cp 


many P| 


The loyalty of his staff found expres 
sion in a resolution read by Norman Arf 
derson, which emphasized his uncompro-§ 7 


S. Cochrane, 3 
Peoria, Ill.; John Brown, Louisville; RF 


M. J. Ream, Pittsburgh; H. M. Soles 7 


and Hughes were developed and trained F 


whose 
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Mert, vice-president Harris Trust Com- 


pany; Roy L. Davis, assistant insur- 
ance director of Illinois, and C. M. Cart- 
wright of THE NATIONAL UNDERWRITER, 

The three new appointees, who were 
dubbed affectionately the “Three Mus- 
keteers,’ spoke briefly. Mr, Ingersoll 
introduced three veteran members of the 
old Drew agency who will assist him in 
the clearing house. These are: B. H. 










Out thie 
‘lopmenfe 


result jy 


Nts, wake 
erinten.he 


Ook an/ 








Wallace, office manager for 25 years, 


who continues in that post; J. H. 
Hoesch, cashier in St. Louis and Chi- 
cago for 26 years, who becomes cashier 
in the clearing house, and F. H. Gross, 











IP cation. He 


530 years’ service, starting in the home 


office agency department as Mr. Drew’s 
secretary and assisting in editing the 
“Pelican,” famous Mutual Benefit publi- 
has done supervising and 
statistical work in three general agencies. 


TF) operates in Illinois Since 1846 


















is took charge at Chicago, 
© Charles 





The first agent of the Mutual Benefit 
Life in Chicago was a sort of district 
agent, being appointed in 1846, a year 
after the company started. The general 
agency headquarters was at Ypsilanti, 
Mich. In 1869, a firm of general agents 
they being 
& Short. For many years 
Charles Leyenberger was Chicago gen- 


eral agent of the Mutual Benefit Life, 


having his office last in the Montauk 
building. He had been general agent for 


9) a number of years. The company was 


anxious to get more business and hence 
appointed ‘I‘homas F. McAvoy. Mr. 
Leyenberger was not allowed to write 
outside of ‘Cook County. 

Mr. McAvoy was given the state but 
in order to sweeten his contract he was 
allowed to have two agents in Chicago. 


+ The Mutual Benefit was not satisfied 


with the situation and then a contract 
was made with R. D. Bokum, in 1897, 
who was manager of one of the New 
York Life offices at Cleveland, to come 
to Chicago as general agent. That meant 
the greater Mutual Benefit organization 
in Chicago for the company. 


Pick Put in Charge 


On Mr. Bokum’s death in 1911 George 
Pick, who was a star producer for the 
Northwestern \Mutual Life and who had 
been associate general agent with Mr. 
Bokum, became the general agent. Mr. 
Drew succeeded Mr. Pick. 

In Mr. Leyenberger’s office was Wil- 


5 Ps liam Van Arsdale, cashier and general 
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ofice man, and Robert Roberts, who 


> copied letters and did general work. In 
|) Mr. McAvoy’s office James Pringle was 


cashier and H. D. Higman, now associ- 
ate general agent of the Connecticut Mu- 
tual Life in the S. T. Chase Agency, re- 
cently taken over by C. J. Zimmerman, 
was stenographer. These four men were 
transferred to the Bokum agency, Mr. 
Pringle being made cashier, Mr. Van 
Arsdale, agency supervisor, and (Mr. 
Higman was Mr. Bokum’s secretary. 
Mr. Roberts did general work. 

Later Mr. Van Arsdale was made gen- 
eral agent at Madison, Wis., and re- 
mained there until the company retired 
fom the state along with a number of 
other outside companies. He became 
general agent at Freeport, Ill., and later 
Was sent to Peoria. Mr. Higman was 
made cashier in 1903 and remained in 
that capacity until after Mr. Bokum died. 
wt chronology of the Mutual Bene- 

Ss Chicago representatio 
the home eS: dinsie eee, 


The Mutual Benefit has written busi- 
ie continuously in Chicago since April 
», 1847, when one B. W. Raymond wrote 
a gy il 

n October, 1849, E. I. Tinkham signed 
a qonernet as agent at Chicago. 

n July, 1851, an agent’s contract was 
made with Cyrus Bentley. 

n December, 1861, Thomas B. Bryan, 
a. at Chicago. 

anuary, 1864, Foss & C ‘ 
agents at Quincy. spy aera: 

August, 1869, Charles & Short, state 
— at Chicago. 

ugust 6, 1870, i 
saaat William Charles, state 
toarch, 1874, C. R. Field, district agent 

on counties around Chicago. 

savember, 1876, S. T. King, state agent. 
: ugust, 1878, C. Leyenberger, district 
es for state with 10 counties excepted. 
pee 1, 1883, L. C. Leyenberger, 
“ate agent, Rock Island county excepted. 











O. J. Arnold’s Fishermen 
Slay Wolf in Self-defense 





O. J. Arnold, president Northwestern 
National Life, entertained 16 leading 
salesmen and general agents at a fish- 
ing party on Basswood Lake on the Ca- 
nadian border for four days. Phil Or- 
chard, general agent at Sioux City, la., 
and G. A. Wright, supervisor of that 
agency, killed a timber wolf when it 
attempted to climb into their boat. Mr. 
Wright hit the wolf a fatal blow with 
an oar. 

The other guests were: 

D. W. Ashley and B. B. Banks, Fort 
Worth; Chas. N. Brown, Danville, Ill.; 
W. B. Combs, Portland, Ore.; L. L. 
Coyle, Phil Orchard, and George 
Wright, Sioux City; A. W. Crary, 
Fargo, N. D.; R. E. Foglesong, Albert 
Lea, Minn.; J. H. Hunt, Woodbine, Ia.; 
J. W. Jackman and Roy P. Roberts, 
Omaha; W. F. Preston, Great Falls, 
Mont.; F. J. Seibel, Grand Rapids, 
Mich.; C. J. Shetzley, Highland Park, 
Ill.; and H. J. Wulfsberg, Jr., James- 
town, N. D. 








February 1, 1893, Leyenberger & Mc- 
Avoy, state agents. 

February 1, 1894, firm split and C. 
Leyenberger made general agent at Chi- 
cago for Cook county. 

September 17, 1897, R. D. Bokum, for 
state. 

December 17, 1901, Bokum & Van Ars- 
dale, for state, Bokum at Chicago and 
Van Arsdale at Peoria. 

September 1, 1906, R. D. Bokum, for 
Chicago. 

March 1, 1907, G. R. Pick, at Chicago. 

April, 1911-August, 1911, Pick & Clark, 
at Chicago. 

June 1, 1919, July 19, 1937, A. A. Drew, 
at Chicago. 


NEWS OF WEEK 


Annual agency convention of the 
Northwestern Mutual Life held at the 
home office this week. Pagel 

* * * 

Some imteresting features regarding 
the Northwestern Mutual Life honor 
men, Page 1 

*x* * * 


President M. J. Cleary gives optimistic 
business view in talk at annual meeting 
of the Northwestern Mutual Life agency 
association. rea Page 1 


Mutual benefit operators in Illinois 
having difficulty in securing faithful 
performance bonds to meet new code re- 
quirement by Aug. 1 deadline. Page7 

* ££ & 

Group accident and health rates are 

being reduced effective Aug. 1. Page3 
* * = 


Insurance Advertisin 
meet in Briarcliff, N. 


* * xX 
Broadened New York investment law 
has enabled life companies to buy more 


than $100,000,000 securities otherwise un- 
available. Page 9 











Conference will 
. Sept. 13-14. 
Page 9 


kK Ox 
Outside experts give suggestions for 
improving insurance advertising at re- 
gional meeting of Life Advertisers As- 
sociation in Jaationa por. Page 3 


Avoidance of widespread changes in 
agents’ contracts seen at stake in forth- 
coming decision by treasury in Kansas 
City Life case. Page 3 

* 

Official changes by Washington Na- 

tional follow Great Western merger. 
Page 6 
x * * 


Committee of the Texas Association of 
Life Underwriters appeals to the home 
legal reserve companies of the state to 
finance a chair of insurance in the state 
university. Page 4 
x * * 

American Life Convention § annual 
meeting will cut down its usual time 
one day. are Page 4 


_ R. E. O'Malley is reappointed Missouri 

insurance superintendent conditionally 

for one year. ‘ Page 8 
* * 


Jnique program for meeting of the 
Life Advertisers Association is announced. 
ee Page 8 


W. A. Smalley, senior member of the 
general agency firm of Smalley & Moore 





of the New England Mutual Life in Phil- 
adelphia, is dead. Page 12 
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ATHERS SOMETIMES FAIL to realize how 
many years it takes for a child to grow up, 
It is the purpose of this Union Central 
national magazine advertisement for June 
to bring home that point . . . and to em- 
phasize the vital need of money every month 
during all of these important years. 


The advertisement explains how any 
father who earns $45 a week or more can 
make certain, should he die, that his family 
would have $100 every month for twenty 
years after his death. And that there would 
be, after that time, an adequate fund to take 
care of his wife for the rest of her life. 


In spite of the fact that Union Central 
writes all approved life plans this new con- 
tract, called Multiple Protection, has ac: 
counted for more than one-third of the com- 
pany’s business during the past twelve 


months. 
The 
UNION CENTRAL LIFE 


Insurance Company 
CINCINNATI, OHIO 


In the seventy years since the company was founded, 
Union Central has paid to policyholders and beneficiaries. 
more than $740,538,080. 
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Momentum Will . . 
Be Increased by 
New Arrangement 





Washington National’s Ord- 
inary Life and Commercial 
Accident Departments Are 
Strengthened 





The merger of the Great Western 
Life of Des Moines with the Washing- 
ton National of Chicago will increase 
the momentum and strength of the Chi- 
cago company and will add especially 
to its ordinary life insurance in force 
and its commercial accident and health 
insurance. The Great Western has not 
written any industrial business. The 
Great Western’s life business amounted 
to over $18,000,000, divided into life 
$4,038,091, endowment $12,950,841, term 
$1,117,153. Its accident and health poli- 
cies have all been on the commercial 
basis, the premiums last year being 
$586,450 earned. 

The Washington National Life is di- 
vided into four departments. The 
first is the industrial, which includes 
weekly payment life, health and accident. 
Of its life insurance in force amounting 
to $51,527,252, $39,971,027 at the end of 
the year was industrial. 


Monthly and Commercial 
Division Arrangement 


The second division of the Washing- 
ton National is the monthly and 
commercial, which is composed of 
monthly payment and commercial acci- 
dent and health lines. 

Next comes the ordinary life depart- 
ment writing all forms of life, endow- 
ment and annuity contracts. 

Then it has a group department, its 
premium income this year being $1,000,- 
000. The Washington National declares 
that it has more teachers’ A. & H. group 
on its books than any other com- 
pany. It writes also newspaper acci- 
dent business, the premium income this 
year being $900,000, which is a very 
sizable department in itself. 

The industrial department agents are 
on a full-time basis. While there is 
dovetailing more or less in the field yet 
each department is operated rather in- 
dependently, agents however writing 
all lines of business. They are special- 
ists. Those writing industrial for exam- 
ple devote their time very much to that 
one field although they write accident, 
health and ordinary business. The 
Great Western, therefore, will bring to 
the Washington National a considerable 
volume of ordinary life business and 
commercial accident and health. It will 
also give the Washington National a 
greater field force in Iowa, Minnesota, 
Colorado, Kansas and Missouri. It will 
bring the combined life insurance in 
force to $70,000,000. 


Writing Many Lines 
of Personal Coverage 


The Washington National is now 
writing ordinary life, industrial life, in- 
termediate life, group life, commercial 
accident and health, monthly accident 
and health, group accident and health, 
industrial accident, automobile personal 
accident, newspaper accident, railway 
instalment, franchise and credit union. 





Hooper-Holmes Changes 

J. Edward Bailey, Los Angeles man- 
ager Hooper-Holmes Bureau, has been 
transferred to Richmond, Va., as man- 
ager. C. A. Tobin formerly of the Los 
Angeles office, has been transferred to 
San Francisco. 





Washington National Has 
Been Growing Rapidly 





Shows Million Dollar Premium 
Gain This Year without Great 
Western 





The Washington National of Chicago 
from a financial standpoint is an inter- 
esting institution and is growing rapidly 
but soundly. It will show an increase 
of $1,000,000 in premium income this 
year aside from the Great Western. Its 
premium income last year increased 
$862,817. Its assets will increase $1,250,- 
000 this year aside from the amount 
received from the Great Western. Its 
assets at the close of the year were 
$5,219,799, increase $1,129,179. Its life 
insurance in force was $51,527,252. Its 
increase was $7,878,566. The total 
premium income of the combined com- 
pany will be $8,600,000 this year. 


Washington National 
Assets Diversified 


The Washington National assets are 
very finely balanced and diversified. For 
instance, it had cash on hand at the 
end of the year 11.14 percent of its 
assets; federal government securities, 
22.76; FHA mortgage loans, 15.18; state, 
county and municipal bonds, 19.31; rail- 
road bonds, 7.34; public utilities, 5.73; 
other mortgages, 9.65. Its policy loans 
show the low figure of 1.03 and its 
real estate is only 0.42 of 1 percent. Its 
net surplus over and above capital and 
all other liabilities was $1,101,169. Less 
than three-fifths of 1 percent of the 
assets are invested in the obligations 
of any one corporation. It has been 
investing largely in government securi- 
ties and FHA mortgages. About 95 per- 
cent of the real estate mortgages, which 
amount to $503,643, were made during 
1935 and 1936 on the basis of low ap- 
praisals then current. The company has 
felt it highly desirable to have a very 
liquid portfolio. 


Has Not Been Forced 
to Borrow Money 


It has not found it necessary to sell 
any securities to get ready cash or bor- 
row from any source to carry it along. 
It makes the interesting statement that 
it can liquidate all liabilities in 24 hours 
without impairing its capital or surplus. 
In taking over the assets of the Great 
Western Co. it adds to its portfolio 
without bringing in any so-called “cats 
and dogs.” Fifty percent of the assets 
of the Great Western are in bonds. 
Seven percent of its assets are real 
estate on which 7.2 percent was earned. 
It has 2 percent in mortgages on which 
5.8 percent was earned. Its policy loans 
are 14 percent. Its accident and health 
department assets constitute 34 percent 
of the total. It had a net surplus of 
$150,000. 

The Great Western started in the lat- 
ter part of 1894 as the Imperial Accident 
and in 1901 its name was changed to 
the Great Western Accident. Later the 
name was changed to the Great Western 
Insurance Company as it began to write 
regular forms of life insurance. It has 
in force $18,274,085, all ordinary insur- 
ance. It has not written any industrial. 
Its accident and health insurance is on 
the commercial plan. Its premium in- 
come in that department during the four- 
year period, ending Dec 31 last, totaled 
$2,179,596. Its premiums earned last 
year on accident and health were $586,- 
450. It wrote in new life insurance last 
year $3,239,930. Its net cost to policy- 
holders all along has been low. The cash 
yield on its assets as a whole was 4.9 
percent last year which is an excellent 
return. 





Officers Are All Men of Prac- 
tical Insurance Experience and 


Training 





The Washington National is particu- 
larly proud of its official personnel. The 
officers are all men of practical insurance 
experience. They have all had training 
in the field prior to going to the head 
office. For instance, H. R. Kendall, 
chairman of the board, has had 44 years 
of experience. George R. Kendall, the 
president, lias been in the service for 36 
years. Charles B. Crawford, senior vice- 
president, has been in the line 35 years. 
Vice-president and Secretary James F. 
Ramey has chalked up 37 years. Treas- 
urer C. P, Kendall has a record of 37 
years. Altogether there are about 350 
years of personal and successful insur- 
ance experience behind the Washington 
National. Chairman Kendall was with 
the Prudential for 29 years, starting with 
the rate book. The Washington Na- 
tional, therefore, has the advantage of 
having a seasoned and well trained list 
of officers who have had their feet firmly 
imbedded in the soil and know insur- 
ance so far as life, accident and health 
is concerned, from the grass roots up. 


Antecedents of the 
Washington National 


The Washington Life & Accident of 
Springfield, Ill., was the predecessor of 
the present Washington National, the 
former having been organized by Chair- 
man H. R. Kendall and President G. R. 
Kendall. This was in 1911, and in 1917 
the home office was moved to Chicago. 
The Fidelity Life & Accident was or- 
ganized at Louisville in 1923 by H. R. 
Kendall, who had been a silent partner 
in the Washington Life & Accident. In 
1926 the Washington Life & Accident 
and Fidelity Life & Accident merged 
and the organizers purchased the United 
States National Life & Casualty of Chi- 
cago, the united company then becoming 
the Washington National. In 1931 the 
Washington National reinsured the acci- 
dent and health business of the Ameri- 
can National of Galveston. 

Vice-president and Secretary James F. 
Ramey became connected with the Fi- 
delity Life & Accident when it was or- 
ganized, he previously having been bank- 
ing commissioner and later Kentucky 
insurance commissioner. He became 
vice-president and secretary of the pres- 
ent company in 1926. Vice-president 
C. B. Crawford joined the Washington 
Life & Accident at Springfield, Iil., in 

(CONTINUED ON LAST PAGE) 


Ideal Working Conditions 
for Washington National 








The Washington National, following 
the merger of the three constituent com- 
panies, established its home office on 
Howard street, the dividing line between 
Chicago and Evanston. Late last year 
it decided to move to Evanston and it 
now occupies the entire building at 610 
Church street, with the exception of 
the ground floor. It is directly opposite 
the Evanston Public Library, which 
gives it an artistic and open outlook. 
Here it has ideal working conditions, 
plenty of light and fresh air. It finds 
that the postoffice, telegraph, telephone 
and banking facilities are entirely ade- 
quate and just as speedy and service- 
able as if it were located in the Chicago 
loop district. The building is modern 
and well systematized. It is a- hand- 
some structure and the Washington 
National has made its internal arrange- 





Coordinate Work 
to Handle New 
Company Setup 





Special Great Western Div. 
sion Established at De; 


Moines — Rearrange Super 


vision 





Following the merger of the Greaf 
Western of Des Moines with the Wash.f 


ington National of Chicago, there hay 
been some official changes in order ty 
coordinate and systematize the work t 
better advantage. The business of th 
Great Western for the time being 


will be carried on from Des Moines j)= 


its head office and will be known as the 


Great Western Division of the Wash-F> 
ington National. The Washington Naf 


tional has duplicated all the Great West 


ern policy contracts so that its agent} 
will carry on just as they have before 


There will be no cessation in any of the 


activities as the Washington National 
desires to make all the Great Westen} 


people feel perfectly at home. 


Great Western Men 
Made Vice-presidents 


President W. G. Tallman, Secretary. 


Treasurer B. H. Gross and Vice-presi- 


dent V. E. Nutt of the Great Western 


have been elected vice-presidents of the : 
There are 608° 


Washington National. 
home office employes of the Great 
Western and it has 500 agents so that 
it has a very sizable organization. 

At the Washington National home 


office Vice-president H. Brookes Ken- F 


dall takes executive charge of the “Great 
Western division” working with Vice- 
president Tallman and his associates. 
Heretofore the Washington National 
has had five divisions of its industrial 
branch. The midwest division was in 
charge of H. Brookes Kendall as vice- 
president but it is now merged with the 
central division in charge of Vice-presi- 
dent Curtis P. Kendall and will here- 
after be known as the central west divi- 
sion in charge of C. P. Kendall. The 
eastern division continues in charge 0! 
Resident Vice-president J. J. Krist at 
Baltimore. The Pacific Coast industrial 
division is in charge of Assistant Vice- 
president J. L. Lourie. The southern 
division is in charge of C. B. Crawford, 
vice-president. 


Leon Ramey and W. A. James 
Receive Promotion 


F. Leon Ramey, manager of the indus- 
trial claim department, has been chosen 
assistant secretary of the company and 
becomes assistant to Vice-president 
Curtis P. Kendall. 

W. A. James, who has been assistant 
secretary at the head office, becomes 
assistant vice-president. He has been 
acting as assistant to H. Brookes Ker- 
dall. Mr. James will be anather right 
hand man of C. P. Kendall. ; 

Another important announcement 1 
connection with the merger is the i” 
crease of capital of the Washington 
National from $1,000,000 to $1,250,000. 
The capital of the Great Western ' 
$250,000 and that is being transferred to 
the Washington National. The Wash- 
ington National capital was increase 
from $600,000 to $1,000,000 last year. 
The original capital was $300,000. 








ments inviting and yet very convenient 
as a working place. The Washingto® 
National is entered in 46 states and pays 
1.000 claims every eight-hour day 
the average. It operates also in the 
District of Columbia. 
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Mutual Benefits in Illinois 


)Up Against Getting Bonds 


| Divi 
Dey 
Super.) 





Surety Companies Found Loath 
to Issue Faithful Performance 
Guaranty on Such Risks 





Mutual benefit concerns of Illinois 
may have a difficult time ahead due ta 
the provision in the new code that their 
oficers must file by Aug. 1 corporate 


* surety bonds running to the association 
and in penal sum double the amount of 
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the benefit fund. 

Mutual benefit officers have been 
scurrying around in Chicago from one 
surety office to another trying to secure 
these bonds sa they can qualify, but it 
is understood have had little if any suc- 
cess. A number of offices rejected such 
offerings. Some underwriters passed the 
submissions on to their home offices. 


Proper Rate Problematical 


There is na Towner rate definitely for 
mutual benefit bonds. These concerns 
might possi fall under the heading 
of beneficial*associations, such as fra- 
ternals for which rates are carried in the 
manual. However, underwriters feel the 
rate for fraternal honesty or faithful per- 
formance bonds will be totally inade- 
quate ta cover honesty or faithful per- 
formance of proprietors of mutual benefit 
concerns, as well established frater- 
nals are totally different in character. 
Their officers are elected by the mem- 
bers by popular vote and usually are 
leading members and prominent citizens 
in their communities. They get only 


' small salaries, if any at all, and there is 


little opportunity or incentive for the 
officers to profit at the expense of other 
members by manipulation of funds. 
Profit Factor Is Important 


Surety offices look upon mutual bene- 
fit concerns as one-man affairs, organ- 
ized mainly for profit by the proprietors. 


' There are no statutes clearly defining 


the official duties and obligations of mu- 
tual benefit officials, although the new 
Illinois code is much more specific about 
how they must be operated than was 
the old insurance law. 

The new code requires that benefit 
funds be conserved and used only for 
payment of claims and not for paying 
any expenses. Surety men say that if a 
mutual benefit official even with honest 
intent should violate this provision, that 
act would involve a faithful performance 
bond if he should carry one. 

The new code does not specify 
whether what is required is an honesty 
or faithful performance bond. Surety 
men are very loath to issue the latter 
on mutual benefit proprietors, but they 
fear almost as much to issue an honesty 
bond. It is felt that in a court case the 
judge or jury might read into an honesty 
bond on a mutual benefit official the 
“faithful performance” clause which 
they consider to have very disastrous 
Possibilities in the case of such concerns. 


May Specially Rate Risks 


The rate in Illinois for the honesty 
bond on fraternal officials is $5.63 per 
$1,000 and for the faithful performance 
bond $8.50, there thus being approxi- 
mately 50 percent penalty rate for the 
addition of the faithful performance 
clause. If written at all, the mutual 
benefit bonds probably will be specially 
rated, and the scale will be much higher. 
_ The Illinois code’s mutual benefit sec- 
tion provides that the benefit fund must 
be at least $1,000 plus $200 for each 100 
members in excess of 500. If the fund 
should fall below this minimum, the 
section relating to the bond requirement 
States, the amount of the bond shall be 
set at double the amount of the benefit 
fund in the previous year. 





Funeral Business Increases 
MONTGOMERY, ALA.— Superin- 
tendent Julian reports a marked growth 
> funeral policies in force in Alabama. 
he 400,000 total in force Dec. 31 was 





increased to 600,000 by June 30. Mr. 
Julian attributes the development of this 
business to the cost consciousness of the 
public in the matter of funeral expenses. 
A: new law passed in 1935 provides close 
supervision, adequate rates and compe- 
tent reserves for companies writing this 
class of business. 


Idaho Agents Are Warned 


Inasmuch as only about half the 
agents of Idaho have applied for licenses 
under the new agents qualification law 
of that state, Commissioner Bakes has 
issued a warning. The effective date was 
July 1, but the department granted a 
grace period until Aug. 1. 

Agents who have been licensed for 
two years are not required to take an 
examination but applicants for new 
license must pass written examinations. 
Each company is required to secure for 
each of its agents a license, costing $3. 
Each fire and casualty agent in addition 
must have an individual sales permit. 
The cost is $10 the first year and $5 for 
each year thereafter. 








Earl M. Schwemm of Chicago, Illinois 
manager Great-West Life, announces 
the birth of a second son, Richard Earl, 
weight 7 pounds 13 ounces. The 
Schwemms’ other son, John Butler, is 3 
years old. 








of $90,000 of the bonds, and declared he 
was left “holding the bag.” 

Mr. Reece announced that he planned 
to open an insurance office and was 
through with politics. 


California 1936 Results 


SAN FRANCISCO.—Life and dis- 
ability premiums in California were 
$220,844,880 in 1936 against $212,328,430 
in 1935, the advance report of the insur- 
ance division shows. Losses paid in 
1936 were $66,022,361 against $62,229,- 
736 in 1935. Mutuals, foreign campa- 
nies and chapter 8 concerns show de- 
crease in premiums, with increase of 
over $5,000,000 by fraternals and an in- 
crease by stock carriers. 


New Edition of Iowa 


Reference Book Is Issued 








The Iowa Underwriters Hand-Book, 
the annual state reference book and di- 
rectory from the press of THE NATIONAL 
UNDERWRITER, comprises naw about 600 
pages. Iowa is a great home company 
state and full information is given re- 
garding those companies as well as all 
licensed corporations. It gives complete 
information as to agencies, companies, 
field men, general agents, adjusters, at- 
torneys, organizations. It records the 
agents in all cities and towns and their 
companies. Iowa is an important insur- 
ance state and the Iowa Hand-Book 
gives full information insurance-wise, 
making it an invaluable book of refer- 
ence. 





Martin in New Position 

S. C. Martin, the new general agent 
of the National Life of Vermont for 
northern California, has his headquar- 
ters at 221 Crocker-First National Bank 
building, San Francisco. He attended 
Washington University at St. Louis and. 
studied life insurance selling at the New 
York University summer school. He has 





Reece Ends Prison Term 

J. I. Reece, former Tennessee commis- 
sioner, convicted of stealing $100,000 of 
bonds entrusted to his department and 





sentenced to three to 10 years, has been 
paroled from prison after serving a se personal producer and 
little more than two years. & : 
“ 
Reece contended he had been “double- pe eee 


benefit slide rule. Gets business. $1. 
Order from National Underwriter. 


crossed.” He said he entered a “political 
agreement” in connection with the sale 











MINNESOTA MUTUAL 


Ranks with the biggest and best on the 


six 


Average of 25 largest companies. . . . 
MINNESOTA MUTUAL. 
Average —25 largest Mutuals . . . . 
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fundamental 
stance, take the low Mortality Rate. 
Figures are percent of actual to ex- 
pected mortality during 1936. 


A liberal agency contract. 

A plan for financing your agency. 
Accounting methods to guide you. 
Proven plans for finding—training agents. 
A liberal financing plan for your agents. 
A unique supervisory system. 

Organized Selling Plan. 

Unusually effective selling equipment. 
Policies for every purpose: Regular — 
Juvenile — Women — Group — Payroll 
Savings, etc. 

Low Monthly Premiums. 


A $200,000,000.00 Mutual Company, 57 years old with an understand- 
ing co-operative Home Office. 


This is the fifth of six statements of FACT about the Minnesota Mutual. 
If you want them all at once, write us for our booklet "FACTS." 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


measures. For _ in- 





60.7%" 
52.1% 
58.07%" 


SAINT PAUL, MINNESOTA 


*From Spectator Life Agents Brief—1936 Edition 
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Life Advertisers Announce 
Discussion Group Feature 





Topics for Annual Meeting In- 
clude Those Brought Out in 
Survey by Research Bureau 





C. C. Fleming, Life Insurance Com- 
pany of Virginia, and R. G. Richards, 
Atlantic Life of Richmond, president 
and general convention chairman respec- 
tively of the Life Advertisers Associa- 
tion have arranged a novel program for 
the convention to be held at Old Point 
Comfort, Va., Sept. 21-22, The entire 
program will be built around discussion 
groups. 


Groups and Leaders 


The selection of topics for group dis- 
cussion was made after a careful study 
of the various classifications contained 
in the Research Bureau advertising sur- 
vey, taking those which seemed to be 
of the most importance at this time. 
These topics and the discussion leaders 
are: 

Recruiting John H. McCarroll, 
Bankers Life of Des Moines, 

National Advertising—L. J. Evans 
Northwestern Mutual. 

Direct Mail—L. B. 
Berkshire Life. 

Calendars — C. S. Davis, Provident 
— 

Sales Promotion—D. Bo 
Penn Mutual. 5a 

House Organs—W. L. Camp, III 
Connecticut Mutual. 

Trade Journals—C. CC. Robinson 
Editor, “Insurance Salesman,” Indian- 
apolis. 

Radio—Ed. M. Kirby, Nati i 
& Accident. ee 

The field of institutional advertising 
—Life Insurance Week, public educa- 
tion, etc.—will be fully covered on the 
final day of the meeting by Kenneth 
Miller of the Research Bureau who will 
be assisted by C. T. Steven, Phoenix 
Mutual Life, and others. 


Hendershot, 


’ 





President Skoglund Honored 


Agents of the North American Life & 
Casualty of Minneapolis staged a one 
day drive for applications on President 
H. P. Skoglund’s birthday anniversary. 
Eighty-four applications were turned in 
on the day for a sizable volume. Mr. 
Skoglund was presented with the ap- 
plications at a surprise luncheon held 
at the home office. The entire arrange- 
ments were under the direction of A. J. 
Giebel, manager of the health and ac- 
cident department. All home office em- 
ployes and a number of agents partici- 
pated in the festivities. 


Lebby Offers Convention Trip 


W. E. Lebby, Los Angeles, state 
manager Massachusetts Indemnity, who 
gets a large volume of non cancellable 
accident and health business from life 
men in that city, has been offering a 
bonus on all business written prior to 
Aug. 15, to be used to finance a trip 
to the meeting of the National Associa- 
tion of Life Underwriters in Denver. 








President O. J. Lacy of the California- 
Western States Life and Mrs, Lacy are 
on a trip to Honolulu. The company 
operates in the Hawaiian Islands. It is 
interesting to know that the California- 
Western States started the first of the 
year to increase salaries of the clerical 
help. During the depression no reduc- 
tions were made for persons earning 
less than $200 per month. Since Jan. 1, 
the increases augmented the company 
payroll about 8 percent. 
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Research Bureau Scholars 
Own $38,943 Insurance Each, 
Report at Chicago Dinner 





The 51 scholars attending the Sales 
Research Bureau school in Chicago, that 
has now adjourned, own a total of $1,- 
986,000 of insurance, the average per 
man being $38,943. 

The results were announced at the 
banquet, which closed the school. Frank 
C. Wigginton, Bankers Life of Iawa, 





F. C. WIGGINTON 


Pittsburgh, who was elected president 
of the school, was toastmaster. 

Such an analysis is developed at each 
bureau school. The average at the Chi- 
cago school just closed was the high- 
est of any such group so far. At the 
school in Chicago preceding the one 
just closed, the average per man was 
about $34,000. 


Guessing the Average 


Prizes were given to thase who 
guessed the average most closely. 

A. Thayer, Prudential, Seattle, won 
the first prize. His guess was $38,840. 
H. W. Baird, Reliance Life, Chicago, 
was second with a guess of $37,900. S. 
G. Breckenridge, Bankers of Iowa, Har- 
risburg, Pa., and C. B. Devol, Jr., Great- 
West Life, Chicago, tied for third. 

At the head table during the banquet 
were J. M. Holcombe, Jr., manager 
Sales Research Bureau; G. J. Mecherle 
of Bloomington, IIl., president State 
Farm Life; A. R. Hustad, Northwestern 
National, Minneapolis, who was treas- 
urer of the school; H. R. Kaufmann, 
Northwestern Mutual, Minneapolis, 
vice-president of the school; Lou Behr, 
famous millionaire producer of the 
Equitable Society in Chicago, who had 
addressed the school at one of the busi- 
ness sessions, and J. H. Jamison of the 
Research Bureau, who was in general 
charge of the schoal. K. R. Miller of 
the bureau was in charge of dinner ar- 
rangements. 


Alumni Attend Dinner 


In addition to the graduating class, a 
number of alumni of former schools at- 
tended the dinner, the total being 106. 
M. L. Seltzer, Aetna Life general agent 
in Des Moines, attended. Carl Peter- 
son, vice-president Northwestern Na- 
tional Life, was on hand. Barrett 
Woodsmall and M. B. Cederstrom of 
the American Service Bureau were 
there. 

On the closing day, President E. A. 
Olson of Mutual Trust Life made a 
talk. The school got out a clever pub- 
lication entitled “The Egotist” in the 
format of the menu in the marine dining 
room of the Edgewater Beach Hotel. 
Most of the work on this was done by 
Cc. S. Davis, editor of publications 
Provident Mutual, ane of those at the 
school. Much emphasis was given dur- 
ing the school to the necessity of the 


Guardian Life’s Convention 
Hears of Rise in Business 





Leaders Club Had Its Annual 
Gathering at Banff—Chief Fea- 


tures of the Muster 





At the Leaders Club convention of the 
Guardian Life at Banff, Can., the open- 
ing session was in charge of W. C. Ross 
of Milwaukee, club president. President 
Carl Heye of the Guardian was intro- 
duced. He reported a gain of 11.5 per- 
cent in new paid busness the first six 
months, a decrease of 14 percent in ter- 
minations and a gain of $10,189,968 in 
business in force. This exceeded that 
for the entire year of 1936 by over 
$500,000. The assets increased to $120,- 
000,000, gain $4,300,00. The interest in- 
come was 8 percent higher and the net 
rental income showed a gain of 129 per- 
cent. 


Winners Are Announced 


Vice-president James A. McLain 
sounded the convention keynote. He 
made the awards and announced the 
honors as follows: 

Walter C. Rass of Milwaukee, Lead- 
ers Club president, individual leadership 
in paid production for both years of 
club period and top honors in Presi- 
dent’s Club. 

C. T. Ballew of Kansas City, Presi- 
dent’s Club runner-up, member of the 
quarter-million club, with 122 paid lives 
in past year and 53 consecutive weeks’ 
production. 

W. R. Eavenson of Buffalo, first-year 
man, with quarter-million club and 
President’s Club membership, 114 paid 
lives, and 60 consecutive weeks’ pro- 
duction. Manager R. A. Trubey of 
Fargo, leading manager in personal pro- 
duction, President’s Club member, and 
leader of entire field in paid lives with 
158 during past year; Mrs. Berenice 
Meistroff of Kansas City, President’s 
Club and quarter-million club member- 
ship and 129 consecutive weeks of pro- 
duction. B. W. Fane of Shreveport, 
President’s Club and quarter-million 
club member with 93 consecutive weeks 
of production. 

Other Leaders Are Named 


L. W. Shultz of St. Paul, Al Hage- 
meister of Denver, Sam Baum, Jr. o 
Kansas City, and E. O. Tchannen of St. 
Louis, all four of whom earned Presi- 
dent’s Club membership, paid for more 
than 100 lives during the past year, and 
had from 72 to 126 consecutive weeks 
of production to their credit. . 

Jack Leventhal of New York City, 
President’s (Club member and runner-up 
among all producers in paid-for business 
during past club year. ; 

Max Gurevich of New York City, 
President’s Club membership and No. 3 
producer for past club year. 

At the second morning’s business ses- 
sion Superintendent of Agencies Frank 
Weidenborner presided. Talks were 
given by L. R. Nicholas, supervisor at 
Jacksonville, Fla., and Manager Lynn S 
Broaddus of Chicago. 

A feature of the program was the pre- 
sentation of the President’s Cup by 
President Carl Heye to the leading agen- 
cies in all-around achievement during the 
past two years, the awards going to New 
York City, Leyendecker agency, for 1935 
and to Pittsburgh for 1936. Service pins 
were presented to veterans celebrating 
quinquennial anniversaries, with Man- 








manager recognizing the ego of the 
agent, hence the title of the publication 





which was gotten out by the scholars “to 
satisfy their craving for ego recogni- 
tion.” 

During the evening a number of 
clever skits were staged by the scholars, 
lampooning each other and their pro- 
fessors. Aetna Life had eight repre- 
senatives at the school, Bankers of Iowa 
and Prudential had five each, Great- 
West Life, Northwestern National and 
State Farm Life three each. 








Reappoints O’Malley 
Conditionally For 1 Year 



















—__ 


JEFFERSON CITY, MO.—Superin. 
tendent R. E. O’Malley will continue jy 
office conditionally until July 1, 193 
Governor 
upon his return from Colorado Spring, 
where he conferred concerning O’ Malle 
with T. J. Pendergast, Kansas City Dem. 
cratic leader and sponsor of O’Malley, 


The governor said that if Mr. O’Malf” 


ley does anything in the next year of 


which he does not approve he will kF 


removed forthwith. At the end of th 
year of probation the governor expects 
to name a_ permanent 
O’Malley whose four-year term expire( 
on July 1. The governor indicated that 


under no circumstances will he nam 


O’Malley for the permanent appoint. 
ment after July 1, 1938. 


Stark’s refusal to reappoint O’ Malley fy 


for a full four-year term was a severe 


blow to Pendergast who had hoped to F 


have the superintendent renamed. The 


governor, however, promised to consider f™ 
O’Malley’s successor tha} 


names for 
may be submitted by Pendergast. 


Pendergast’s Comment 


At Colorado Springs Pendergast said 
the conditional reappointment of O’Mal- 
ley for a year was satisfactory to hin 
and that he and the governor agreed 
that in the event O’Malley goes out of 
office Stark will consider his recommen. 


dations as to a successor in the insur 


ance department superintendency. 

When informed of the gavernor’s de- 
cision, Superintendent O’Malley said 
“The announcement relative to my ten 
ure in office will not affect or retard the 
progress of the insurance department. 
We are going right ahead. I have had 
too much in the department to warty 
about to think much about other things, 
such as reappointment.” 


Blames St, Louis Papers 


Pendergast in a telephone conversa 
tion from Colorada Springs with the 
St. Louis “Star-Times” was quoted by 
that newspaper as follows: 

“I wanted O’Malley’s reappointment 
more than anything else, but the gov- 
ernor made me take things I didn’t want 
to take, and it’s all due to the ‘Star- 
Times’ and the other St. Louis news- 
papers hounding him. 

“The St. Louis papers kept pounding 
into Governor Stark that he must assert 
his independence and that he must show 
the people he wasn’t dominated by 4 
political boss. 

“T’ll say this for you fellows, yau've 
succeeded damn well.” 





—— 





ager F. S. Doremus of New York, deat 
of Guardian managers, receiving a 59- 
year service pin. 

Superintendent of Agents Weidenbor- 
ner presided over the final session, talks 
being made by Manager J. A. Schnut, 
New York City; W. R. Eavenson, Bul- 
falo; Jacob Grob, Cleveland, and James 
Elton Bragg, New York City. ; 

There were present from the home ol 
fice, in addition to those mentioned. 
Medical Director M. B. Bender, Assist 
ant Agency Superintendent G. L. Mer- 
des, Publicity Director J C. Slattery and 
Club Secretary F. A. Bachur. 


New Leaders Club Officers 


Vice-President McLain announced 
the results of the executive committees 
elections held, presenting the new slate 
of Leaders Club officers: : 

Manager Harry O. Snyder of Pitts 
Surgh was elected president; Jack Lever 
thal of New York (Doremus-Haviland) 
first vice-president; and Manager R. A. 
Trubey of Fargo, second vice-president. 
Vice-presidents-at-large elected were: 
Manager J. A. Schnur of New York 
(Leyendecker-Schnur) for the metropo!: 
itan district; Manager H. C. Rhyan o 
Milwaukee for the western district: Man- 
ager E. B. Houghton of Rochester for 
the eastern district; and Manager |. 
Miles of Tampa for the southern district. 





Stark announced Tuesdafy 


successor top 












July 30, 
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High-Grade Securities 
Bought as a Result 
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a der, Colgate-Palmolive-Peet, 
_, cial Credit Corporation, Goodyear Tire 





NEW YORK.—Liberalization of 
New York’s restrictions on life com- 
pany investments, which was effected 
this year by the legislature at Superin- 
tendent Pink’s request, has already 
- opened up an important avenue of in- 
vestment which would otherwise have 
been barred. Already companies have 
invested well over $100,000,000 in private 


deals and in addition there has been a 
considerable amount invested through 
offerings made in the usual way to the 
public. 

Among the recent large deals made 
direct between borrowers and life com- 
» panies were the $75,000,000 Socony-Vac- 
uum and the $24,000,000 Aluminum 
Corporation of America loans. Like 
many other top flight corporations, these 
companies had deficits several years ago 
which would have barred their bonds or 
” preferred stocks as investment for com- 
: panies operating in New York. The old 
law was that a corporation must have 
’ earned four percent or more. on its capi- 
| tal stock for each of the five years pre- 
) vious to the date of investment. The 
~ law now specifies that the four percent 
' requirement must be met for any three 
out of the last five years, among which 
} must be the last two years. 


Many Outstanding Companies 











pa nape 


Among the outstanding corporations 
which would have been taboo under the 
_ old law but are legal under the amended 


| statute, in addition to Socony-Vacuum 


and Aluminum Corporation already 


a : = 
' mentioned, are American Brake Shoe & 


Foundry, Armstrong Cork, Atlas Pow- 
Commer- 


& Rubber, International Nickel of Can- 
ada, McKesson & Robbins, Montgomery 
Ward & Co., Sherwin-Williams and 
Standard Oil of New Jersey. 

The ability of life insurance compa- 
nies, either singly or in small groups to 
buy outright an issue of debentures, for 


" example, enables them to get a better 


return than if the offerings were made 
to the general public. In addition to 


| the normal saving in overhead in dealing 
& with one or a few purchasers instead of 


many, avoidance of Securities & Ex- 
change Commission expense and red 
tape is a source of saving to the bor- 
Tower which can be passed on to the 
lender to some extent. 

















Get Same Information 


The fact that the life companies, in 
buying securities in private sales, do not 
have the “pratection” of the S. E. C. 
need cause no concern. The companies 
demand and get from the borrower all 
the pertinent information that the 
S. E. C. would call for if the securities 
were being marketed to the public. Very 
often borrawing corporations much 
Prefer to keep from the general public 
4 good deal of the information that be- 
comes public property when it is in the 
hands of the S. E. C. Sometimes there 
Sa fear that certain information will 
Produce an unfavorable reaction if gen- 


ee 





erally known. Often it is a case of not 
wanting to reveal information which 
would be valuable to a competitor, in 
= way of prices, contracts, and the 
ike. 

There is usually no objection to re- 
vealing all this information to the life 
companies which are lending the money, 
as they can be depended upon to keep 
it confidential and obviously it is to the 
lenders’ interest to do nothing which 
will tend to harm the corporations 
whose security they hold. 





Government Table Given 
on Social Security Fund 





Life men are interested in getting data 
on the social security act and especially 
the benefits which will go to qualified 
wage earners. Government experts have 
made calculations which are shown 
hereafter. The first column gives the 
total earnings from regular employment 
from the time the payroll tax became 
effective, Jan. 1, 1937, until the worker 
reaches the retirement age 65. The sec- 
ond column gives the amount in month- 
ly benefits the worker will receive after 
reaching 65 but no payments will be 
made prior to Jan. 1, 1942. The third 
column gives lump sum payments which 
would accrue to the worker’s estate if 
he died before receiving any benefits. 
If the amount received prior to death is 
less than the total sum, the difference 
between the benefits paid and _ the 
amount in column 3, is payable to the 
estate. In figuring the expected total 
wages one must not count on more than 
$3,000 of earnings in any one year be- 
cause any amount over that sum is 
neither counted nor taxed by the gov- 
ernment for the benefits of the social 
security act. 


The table is as follows: 
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$ 2,000...$10 $ 70 42,600... 48 1,491 
2'200... 11 77 43,800... 49 1,533 
2400... 12 84 45,000... 50 1/575 
2,600... 13 91 47,400... 51 13659 
2800... 14 98 49,800... 52 1.743 
3,000... 15 105 52,200... 53 1,827 
4,200... 16 147 54,600... 54 1,911 
5,400... 17 189 57,000... 55 1,995 
6,600... 18 231 59,400... 56 2,079 
7,800... 19 273 61,800... 57 23163 
9,000... 20 315 64,200... 58 2,247 
10,200... 2 357 66,600... 59 2°331 
11,400... 22 399 69,000... 60 23415 
12,600 23 441 71,400... 61 2,499 
13,800... 24 483 73,800... 62 2.583 
15,000... 25 525 76,200... 63 2°667 
16,200... 26 567 78,600... 64 2(751 
17,400... 27 609 981,000... 65 2,835 
18,600... 28 651 83,400... 66 2,919 
19,800... 29 693 85,800 67 3,003 
21,000... 3 735 88,200... 68 3,087 
22'200... 31 777 90,600... 69 3,171 
23:400... 32 819 93,000... 70 3,255 
24°600... 33 861 95,400... 71 3,339 
25,800... 34 903 97.800..: 72 3/423 
7,000... 35 945 100,200... 73 35507 
28,200... 36 987 102,600 74 3,591 
29,400... 37 1,029 105,000... 75 3.675 
30,600... 38 1,071 107,400... 76 3,759 
31,800... 39 1,113 109,800... 77 3,843 
33'000... 40 1,155 112,200... 78 3/927 
34,200... 41 1,197 114,600... 79 4°011 
5,400... 42 1,239 117,000... 80 4,095 
36,600... 43 1,281 119,400... 81 4/179 
37,800... 44 15323 121,800... 82 4,263 
39,000... 45 1,365 124,200... 83 4:347 
40,200... 46 1.407 126,600... 84 4.431 
41,400... 47 1.449 129,000... 85 4/515 





Imperial Life Promotions 

W. C. Surratt has been appointed 
superintendent of the Burlington, 
N. C., district of the Imperial Life of 
Asheville, N. C. He started with the 
company May 15, 1933. M. K. Horner, 
who has been manager at Burlington, 
succeeds R. C. Godwin as manager of 
the New Bern agency. Mr. Horner 
started as an agent in the Fayetteville 
district in 1925. 





Semi-Annual Figures Reported 





Name of C 
Atlantic Life 2" 








New a Bus, 7" Mos. 


BON EALGy .. 5t ai senaishs «bur oc 1,218,9 
one Life & Acci., Ord...... 799,000 
pire Life & Acci., weeee 9,562,196 
nt ective Life, en ee 12,627,774 

on Mutual Life, Me 4,463,799 





Change in Ins. in Force 
1937 1936 


936 
$5,840,931 +$ 904,834 —$ 167,820 
918,440 +1,056,374 +778,805 
972,000 +359,804 + 442,614 
cS a ee ek me re 
,277,228 +8,412,292 +5,137,692 
3,120,462 +1,837,820 —487,531 














Insurance Advertising Men 
Will Meet on Sept. 13-14 





“Practical Insurance Advertising” will 
be the key-note of the annual convention 
of the Insurance Advertising Conference 
to be held in Briarcliff Lodge, Briarcliff, 
N. Y., Sept. 13-14. The conference, com- 
prised of advertising managers of leading 
life, fire and casualty companies in the 
United States, has increased its member- 
ship this year and A. A. Fisk, Prudential, 
president, anticipates record attendance 
of delegates and guests at the 1937 ses- 
sions. 

Robert Brown, Jr., Aetna Casualty & 
Surety, and C. E. Freeman, Springfield 
Fire & Marine, comprise the program 
committee. They have arranged to have 
nationally recognized advertising ex- 
perts, representing many phases of the 
profession, speak. 

Group sessions will occupy a major 
portion of the time with E Vogt, 
Millers National, occupying the chair in 
the fire and casualty group. The life 
session will be directed by one of the 
most active members, yet to be selected. 

Following the luncheon the first day 
two addresses will be heard, one on “In- 
surance Advertising from the Standpoint 
of the Advertising Agent and the Insur- 
ance Broker,” the other, “Color in Ad- 
vertising and Printing.” The annual 
reception and dinner-dance will be given 
that evening. 

Election of officers will occupy the 
general session the second morning. 
During the luncheon there will be a talk 
on the “Possibilities and Future of Ad- 
vertising’” by a national authority. 





General Agent Hughes in 
Appointment of Four Men 





Four important additions to the staff 
have been made by General Agent 
Hughes of the Massachusetts Mutual in 
Chicago, who recently took his new post 
there. Three agency counselors are 
named: A. R. Houle, Walter Jolley and 
C. R. Jones. W. A. Marsteller becomes 
publicity and promotion manager. 

Mr. Houle goes from the Mutual 
Benefit at Chicago, which he joined in 
1919 as instructor of agents. He had 
previous newspaper advertising and cas- 
ualty insurance experience. He has been 
an agent for a number of years, pro- 
duced over $1,000,000 last year and is 
a member of the Million Dollar Round 
Table and a C. L. U. Mr. Jolley goes 
from the Royer agency, Penn Mutual 
in Chicago where he has done sales pro- 
motion work for some time. He is a 





University af Illinois graduate of 1930 
and was an agent for some time. 

Mr. Jones was graduated from the 
University of Minnesota in 1932 and has 
been a personal producer and agency 
organizer of the New York Life in Min- 
neapolis. Mr. Marsteller, also a Uni- 
versity of Illinois graduate, had six 
years’ experience with daily newspapers 
and in advertising work. He has been 
an agent with the Massachusetts Mutual 
in Chicago since February. 





General Agents in Meeting 

Midwestern general agents of the 
Massachusetts Mutual held a regional 
meeting in Chicago this week, G. E. 
Lackey, Detroit, presiding. They dis- 
cussed business getting plans. About 
15 were present, including General 
Agents Hughes and Dingle of Chicago. 
Another regional gathering was held at 
Kansas City the next day, with General 
Agent C. L. Scott of that city presiding 
and general agents attending from 
southwestern states. 





Insurance Plus 

ROME—A gas mask with every in- 
surance policy was the inducement 
offered by the government-controlled 
National Insurance Institute, the largest 
of its kind in the nation. ; 

Through newspaper advertisements 
the institute informed prospective clients 
that they would get a gas mask valued 
at 76.70 lira (about $4) as soon as the 
policy was signed. This sum will be 
deducted when the policy expires. 








AGENCY ORGANIZER WANTED 
‘oung man, 25 to 40, experienced in agency or- 
ron lie Fogg for long established Mg 
life general agency. Splendid opportunity. 
live wires need apply. 
ADDRESS G-10, NATIONAL UNDERWRITER 











Send 9 cents in stamps for 
sample copy of 


The Accident 
& Health Review 


The only exclusive accident and health 
paper published, 


It gives ideas and suggestions that 
help you sell income protection 
insurance. 


Address your inquiry to A-1946, 
Insurance Exchange, Chicago 











COMPANY IS 


COMPANY OFFERS — Salary. 


ADDRESS G-11, 





WANTED—STATE MANAGERS 


for 


OHIO and ILLINOIS 
by 


MIDWESTERN MUTUAL OLD LINE LIFE COMPANY 


More than 30 years old. 
A recommended company. 
Insures all ages birth to sixty. 


Bonus on production. 
Traveling expenses. 
Over-writings on all agents. 


COMPANY DESIRES—A manager for each state between ages 
35 and 45. 


This a real opportunity. 
please give complete agency background. All 
inquiries held in confidence. 


In your first letter 


NATIONAL UNDERWRITER 
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Interest in Mr. Kenagy’s Work 


THERE is keen and wide interest mani- 
fested in the course that is being pursued 
by Superintendent of Agents H. G. KeEn- 
AGY of the Mutuat Benerit Lire. Per- 
haps there is no one in the agency develop- 
ment and training service whose line of 
march leading up to the head of the pro- 
duction department of one of the impor- 
tant companies was akin to that of Mr. 
Kenacy. He has been engaged in re- 
search and analytical work all his life. 
Therefore the question arose when his ap- 
pointment was made as to how practical 
he would be in the application of the con- 
clusions he had reached and the course 
that he had charted for the company’s 
agency development work. 

In giving the charge to the two new 
Murvuat BENEFIT general agents in Chi- 
cago he laid particular stress on quality of 
producers. He made it clear that the 
Mutual Benefit is determined to do less 
talking and more doing. Much has been 


said in the past about getting the right 
kind of agents but Mr. Kenacy said that 
in the militant and determined attitude that 
the Mutua BENEFIT has assumed in this 
direction, a general agent will be required 
to maintain a staff of men who not only 
can qualify according to established stand- 
ards but who will be able to produce 
enough business so that they can make a 
decent living. 

One of the great problems today in 
agency work is to get salesmen to a point 
where the fear of not making a living is 
entirely eliminated. If Mr. Kenacy is 
able to produce a formula or point out a 
way where, first, proper selection of agents 
can be made and then they can be counted 
on to produce sufficient business to enable 
them to live comfortably, he will certainly 
be a Moses. Earnest, studious, conscien- 
tious, he is determined to demonstrate the 
usefulness and adaptability of the princi- 
ples he has evolved. 


Sparkling Program for Denver 


The program for the Denver conven- 
tion of the NATIONAL ASSOCIATION OF LIFE 
UNDERWRITERS is uncommonly appetizing. 
Offhand, it seems that a greater variety 
of talent is scheduled than at any previ- 
ous convention. Sandwiched between the 
substantial, prepared addresses, will be 
numerous brief talks by leaders that are 
able to deliver with a punch. Glancing 
over the list of speakers, one is im- 


pressed by the fact that each is a sure 
fire campaigner. There may be no sur- 
prises, no new star unveiled, but there 
will be no misses. Not only in the main 
sessions, but at the Managers’ Section 
meeting, Million Dollar Round Table, 
women underwriters’ session, supervis- 
ors’ luncheon, etc., the DENVER program 
sparkles. It will be a worth-while ses- 
sion from every viewpoint. 


Greatly Pursuing a Calling 


THE late OLiveR WeENDELL HoLMEs, 
justice of the Unirep STATES SUPREME 
Court, a man of culture, wide reading, 
mighty understanding, once said: “Every 
calling is great when greatly pursued.” 
At times we find men in insurance are 
inclined to apologize for their calling. 
This is particularly true in life insur- 
ance. The jokes developed against in- 
surance agents are largely the effect of 
those who pursued the calling in a small 
way in years gone by. Insurance has 
been dignified and the tone of the call- 


ing greatly raised because the men in 
it in recent years in a large degree have 
been those of stature and service. They 
have made insurance a great business. 
The fact that the business of insurance 
has increased so much in public acclaim 
is due to the men in it who would have 
molded any business in the right way 
and brought it to greater heights. 
Therefore, any agent worth while can 
add something to insurance by the rec- 
ord he makes and the way he carries 
on his activities. 


Regulating All Insurance Activities 


More and more the courts are holding 
that insurance concerns of all kinds should 
be under the jurisdiction of the state in- 
surance department. Very often groups 
band together in the same trade for some 
protection plan or members of a society 
will start some sort of a benefit fund. 
Such projects are always unscientific and 
eventually get into trouble. Recently the 
New York department called to account 


the MANHATTAN & Bronx RETAIL GROC- 
ERS ASSOCIATION which provided plate 
glass insurance to its members. A certi- 
ficate evidencing membership” in the fund 
was issued to members. It finally got to 
the court of appeals which held that “a 
contract of insurance cannot be changed 
into something else by giving it another 
name.” 

The public deserves full protection on 





any form of insurance. Where insurance 
comes into the picture in any way it should 
be supervised by the state insurance de- 
partment. Just at present mutual benefit 
assessment concerns are roaming over the 
country and in most states there is no law 
pertaining to them, bringing them under 


the jurisdiction of the state departmen, 
These outfits are appealing to the peop} 
on account of the cheapness of their jp. 
demnity. Hundreds of thousands of y, 
suspecting people have taken policies an 
later when claims were incurred little o 
nothing could be secured. 











PERSONAL SIDE OF BUSINESS 


A. N. Carlson, general agent Mutual 
Trust Life, Sioux City, Ia., has been 
elected a director of Augustana College, 
Rock Island, Ill. 


J. W. Dowling, Utica, N. Y., district 
nianager John Hancock Mutual Life, 
died suddenly. Mr. Dowling celebrated 
his 37th anniversary with the John Han- 
cock last February. He began his ca- 
reer as an agent in Chicago, and twa 
years later was made an assistant man- 
ager at Syracuse, N. Y. In 1916 he was 
transferred to the Utica office, and a 
year later was promoted to be manager. 


The John Ames agency of the Lin- 
coln National at Detroit dedicated June 
to Jack P. Carroll, superintendent of 
agents. A laving cup was offered and 
won by Agent Charles Pennington. 


W. H. Heilman of Kittanning, Pa., in 
the last nine years has written policies 
in the Reliance Life on 34 sons, daugh- 
ters, sons-in-law, daughters-in-law and 
grandchildren of Mr. and Mrs. F. H. 
Stitt of Armstrong county, Pa. 

A. F. Sommers, Metropolitan man- 
ager at Cincinnati, who has a 160-acre 
farm near Unionville, Mo., recently re- 
ceived a check from the United States 
Treasury for “soil conservation.” He has 
returned the check to Secretary of Agri- 
culture Wallace with this comment: “I 
have done nothing ta earn this money 
and by its acceptance I would in sub- 
stance endorse a system which I regard 
wrong in principle and unsound in prac- 
tice. I, therefore, take pleasure in re- 
turning it with my very definite refusal 
to accept it.” 


Frank W. Pennell, New York City 
general agent State Mutual Life, has re- 
turned from a three-week trip to Ana- 
costia Island, in the Gulf of St. Law- 
rence off the Labrador coast, famous 
Atlantic salmon fishing ground. Mr. 
Pennell was successful in angling for 
both salmon and trout. He also shct a 
400-pound seal. 


G. J. Mecherle, heretofore president, 
has been elected chairman of the 
State Farm Mutual Automobile of 
Bloomington, Ill. He is succeeded in 
the presidency by his son, : 
Mecherle. J. Mecherle continues, 
however, as president of State Farm 
Life and State Farm Fire. 


Martin L. Palmer of the firm of 
Palmer & Son of Lincoln, Nebraska 
general agents for National Life of Ver- 
mont, died at the age of 73. His sons, 
Leon M. and Alfred Palmer, were asso- 
ciated with him in the agency. Martin 
L. Palmer went to Lincoln in 1908 as 
manager for the Aetna Life. In 1927, 
with his sons, he became general agent 
for National Life. He was born at 
Ridgeway, Mich. He was at one time 
superintendent, of schools in Jackson 





Mich. In Lincoln he served as preg. 
dent of the school board for six years 
He was at one time president of the 
Lincoln Life Underwriters Association, 
He was one of the forces behind the 
enactment in 1913 of the present state 
insurance code. 

Emil J. Kohl, 76, at one time southerp 
Illinois general agent of the Northwest. 
ern ‘Mutual Life, who retired from busi. 
ness several years ago, and Mrs. Irm 
Sindorf of Milwaukee were married in 
St. Louis. 


H. A. Zischke, Chicago manager of 
the Union Central Life, with his family 
has gone on vacation to his summer 
home at DeLake, Ore., on the ocean 
front near Portland. Elmer Grandson, 
assistant manager, who has just re. 
turned from vacation at Sarnia, Ont, 
on Lake Huron, is in charge of the of. 
fice in Mr. Zischke’s absence. 


James T. Ramey, son of James F, 
Ramey, vice-president and secretary of 
the Washington National of Chicago, is 
spending the summer at Heidelburg 
University in Germany, taking a special 
course. He graduated last June from 
Amherst with high honors. He is a Phi 
Beta Kappa and graduated “cum laude.” 
This fall he will enter Columbia Uni- 
versity Law School. Another son, Leon 
Ramey, has just been elected assistant 
secretary of the Washington National. 

Alfred MacArthur, president Central 
Life of Chicago, returned to his office 
this week from his place in Cuernavaca, 
Mexico, where he had gone accompany- 
ing Insurance Director Ernest Palmer 
of Illinois and Mrs. Palmer, who will 
occupy his house there for the next six 
weeks. Mr. MacArthur often opens his 
house there to friends who happen to 
be in Mexico. He acted as interpreter 
for the Palmers, he being a fluent Span- 
ish speaker. 

Miss Olga Ilg, for some years with 
the home office of the Indianapolis Life, 
has been —" secretary to Presi- 
dent E. B. 

Doyle Zaring, agency secretary Ir- 
dianapolis Life, is president of the In- 
dianapolis Junior Chamber of Commerce 
and under his leadership the organiza- 
tion is wielding a decided influence in 
civic affairs. H. D. Peirce, Massachv- 
setts Mutual, is editor of the organiza- 
tion’s publication recently launched. 


Sam T. Chase, retiring Chicago get 
eral agent Connecticut Mutual, is to be 
honored at a dinner Aug. 10 at which 
the home office will be host and other 
Chicago general agents and managéfs 
will be guests. P. M. Fraser, vice-prest- 
dent, will represent the home office. 
Charles J. Zimmerman, the new general 
agent who has taken over Mr. Chase’s 
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When the National As- 
sociation of Life Under- 
writers holds its annual 
gathering in Denver Aug. 
25-27, the convention ac- 
tivities will be carried on 
in the area within the 
white circle. 


At the left (1) is the tri- 
angular Brown Palace 
Hotel, which will be 
N. A. L. U. headquarters. 


Diagonally across the 
street (2) is the Cosmo- 
politan Hotel, and next to 
it (3) the theatre in which 
the business sessions will 
be held. 


At the lower tip of the 
circle (4) is the Shirley- 
Savoy Hotel. 





Colorado’s state capitol 
building is shown in the 
lower corner at the right. 


O 


WITHIN THE N. A. L. U. 


This year, as usual, The National Under- 
writer will issue its National Life Dailies cov- 
ering the convention of the National Associa- 
tion of Life Underwriters to be held in Denver, 
Colorado, August 25-27. Each day everything 
that occurs at the meeting will be contained 
in the copy of the paper that is delivered to 
those in attendance. 

This setup provides life insurance compan- 





E. J. WoHLGEMUTH 
President 
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CIRCLE OF ACTIVITIES 


ies with an unusual opportunity to present 
their advertising messages to the cream of the 
life insurance fraternity. In addition to the 
regular subscribers throughout the country, 
the National Life Dailies will go to hundreds 
of agents whose companies have ordered the 
issues for them in advance. Thus the addi- 
tional circulation amounts to thousands of 
copies. 


Reserve space now for your company’s advertise- 
ment in our 1937 National Life Dailies. 


FiueNATIONAL 
UNDERWRITER 


175 West Jackson Blvd., Chicago 





C. M. CartwRIGHT 
Managing Editor 
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old office, will be introduced. Plans are 
not complete but there will be some spe- 
cial ceremonies for the veteran who rep- 
resented the company so long and 
honorably in Chicago. The invitations 
have been limited to some 40 or 50 gen- 
eral agents and managers who are close 
friends of Mr. Chase. The affair will be 
held in the Chicago club. 


Harry French, Madison, Wis., gen- 
eral agent Northwestern Mutual Life, 
has sold his home in Maple Bluff to 
Dr. Glenn Frank, former president of 
the University of Wisconsin, who is now 
editor of “Rural Progress.” According 
to newspaper accounts, Dr. Frank paid 
$40,000 for the home that was built by 
Mr. French seven years ago at a cost of 
more than $100,000. 


Julian W. Schwab, whose name. was 
published in the recent list of qualified 
and life members of the Million Dollar 
Round Table, is with the Indianapolis 
Life in the home office city. In the list- 
ing he was identified as being an inde- 
pendent. 


Associate Manager George Hofmann 
of the J. S. Myrick agency of the Mu- 
tual Life of New York in New York 
City, has sailed for a two months’ Eu- 
ropean trip, taking with him Mrs. Hol- 
mann and their daughter Miss Adelaide 
Hofmann. Miss Anna Marie Hofmann, 
another daughter, was married June 25 
to Edward D. Bangs of New London, 
Conn. The wedding date coincided with 
Mr. and Mrs. Hofmann’s silver wedding 
anniversary. 


~ 


W. A. Smalley of Smalley & Moore of 
Philadelphia, general agents of the New 
England Mutual Life, died at his home 
in that city, July 20, at the age of 78. 
Up to the day before his death he had 
been well and active. He was born in 
Camden, N. Y., June 27, 1859. He was 
elected secretary of the Y. M. C. A. in 
Germantown, a suburb of Philadelphia, 





100% 


INCREASE 
IN BUSINESS 


@ General Mutual Life Agents 
paid for 100% more new busi- 
ness in the first six months of 
1937 than they paid for during 
the corresponding period in 
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in 1890. A member of the Y. M. C. A. 
board was Amos Wakelin of Marston & 
Wakelin, general agents of the New 
England Mutual in Philadelphia since 
1866. He persuaded Mr. Smalley to be- 
come field supervisor of the agency 
which led to a full partnership five years 
later. Marston & Wakelin were active 
until 1914, and then on the retirement 
of Mr. Wakelin the firm was changed to 
Marston & Smalley. Twelve years later, 
1926, A. W. Moore was taken into part- 
nership, the firm name being Marston, 
Smalley & Moore. H. W. Marston, son 
of the original John Marston, retired in 
1930 and the firm became Smalley & 
Moore. 


A. J. Johannsen, supervisor and big 
producer of the Hobart & Oates general 
agency Northwestern Mutual, Chicago, 
wound up record production this year 
by going on a trip with his wife ta Cali- 
fornia. He will spend a month taking 
in San Francisco, Los Angeles, the 
Yosemite and Grand Canyon, winding 
up at the Denver annual convention of 
the National Association of Life Under- 
writers. 


Assistant Secretary Ben W. Brown 
of the Washington National of Chicago 
died last week. He was born Aug. 1, 
1873. He started his insurance career 
in the claim department at a head office. 
In January, 1912, he went with the Na- 
tional Life, U. S. A., in its accident 
claim department, later being made 
manager. After the business was rein- 
sured in the Washington National he 
became manager of its casualty depart- 
ment and later was appointed assistant 
secretary. Interment was at Madison. 

is. 


Rev. William T. Bradley, who was re- 
cently ordained in the Cathedral of St. 
Peter & Paul, Philadelphia, by Cardinal 
Dougherty, is the eldest son of William 
J. Bradley, publicity manager of Home 
Life of America of Philadelphia and 
founder and first president of the Indus- 
trial Life Section of the American Life 
Convention, chairman of the. industrial 
life council of the Insurance Federation 
of Pennsylvania, of which he is also a 
director and member of the executive 
committee. 

Father Bradley, a native of Derry, Ire- 
land, pursued his studies for the priest- 
hood at St. Charles Seminary, Over- 
brook, Pa., Mt. St. Mary’s College, Em- 
mitsburg, Md., St. Charles Seminary, 
Columbus, Ohio, where he secured his 
B. A. degree and Mt. St. Mary’s Semin- 
ary, Cincinnati, where he completed his 
theological studies. 

Father Bradley has been assigned to 
the missionary diocese of Santa Fe, N. 
M., under Rev. Archibishop Gerken. He 
has been appointed a member of the 
faculty of Lourdes Junior Seminary at 
Albuquerque, N. M 





Kansas Crop Prospect Is 
Encouraging to Agents 





TOPEKA—The life companies oper- 
ating in Kansas are looking forward to 
the writing of a large volume of busi- 
ness this fall. 

Kansas this year has one of the largest 
wheat crops in its history and the price 
is high. 

This means there will be several mil- 
lions of dollars in the hands of Kansas 
wheat growers. 

The prospect for a corn crop is good. 
Should the corn crop develop as it is 
now expected to, additional large sums 
will be handled by Kansans. 

In certain sections of Kansas the 
wheat crop is classed as excellent. There 
was practically no wheat in western 
— but other sections have fared 
well. 

Life men feel that in spite of the fact 
much of the wheat and corn money will 
be used to pay off debts, there will be 
a considerable amount in circulation and 





there should be a large amount of in- 
surance written. 








AMONG ComPANY MEN 





New Union Mutual Actuary 





Lehman Named to Succeed Hamblen, 
Who Retires After Service of 46 
Years 





A. T. Lehman was elected actuary by 
the Union Mutual Life. He succeeds F. 
A. Hamblen, who has been with the 
company 46 years, for many years as 











A. 


T. LEHMAN 


actuary. Mr. Hamblen resigned because 
of ill health. 

Mr. Lehman has been with the Union 
Mutual for three years as associate ac- 
tuary and controller. He is a fellow 
American Institute of Actuaries and as- 
sociate Actuarial Society of America. 
He was formerly actuary of the Detroit 
Life, and prior to that was actuary of 
the Indiana insurance department. 





Dr. Davison New Medical Head 


Dr. R. H. Davison has been elected 
medical director of Boston ‘Mutual Life. 
Heretofore he has been associate med- 
ical director. Frank Piper had been the 
medical director. He died just a few 
weeks ago. 





Woolery to Protective Life 


J. M. Woolery, since 1935 actuary of 
the North Carolina department, has been 
appointed actuary of the Protective Life 
of Birmingham. He began his life in- 
surance career with that company in 
1925. He is a University of Michigan 
graduate. 


Agency Secretary Has Resigned 


-Henry H. Mansfield has resigned as 
agency secretary of Volunteer State Life 
of Chattanooga. He had held that po- 
sition since 1928. He was operating di- 
rectly under A. V. Mozingo, agency 
vice-president. Thomas Bourke is tak- 
ing over some of the work previously 


Investment Work Is Divided 





Business Men’s Assurance Makes Pro. 
motions and Shifts Following Death 
of Treasurer J. E. McPherson 





KANSAS CITY — Following | the 
death of J. E. McPherson, treasurer and 
investment officer of the Business Men’s 
Assurance, work of the investment de. 
partment has been assumed by three of 
Mr. McPherson’s assistants. 

C. H. Peebles, who has been with the 
company since 1925, becomes assistant 
treasurer and in addition to supervision 
of clerical work will be responsible for 
property loans in greater Kansas City, 
He was connected in the accounting de. 
partment until October, 1931, when he 
entered the investment department. 

Grant Torrance, son of Vice-president 
J. H. Torrance, also becomes assistant 
treasurer. A graduate of Washington 
University and halder of an M. B., A. 
degree from the Harvard graduate 
school of business administration, he 
was with Mackubin, Legg & Co., Balti- 
more investment house, before joining 
the Business Men’s Assurance 5% years 
ago. He is secretary of the finance com- 
mittee. 

C. S. Davis, with the company since 
1930, wha has been making appraisals 
on farm mortgage loans, supervisory 
farm properties and some city proper- 
ties, becomes supervisor of farm loans. 

C. S. Alves, director and member of 
the company’s finance committee, who 
has been the chief member of the board 
outside of company officers in contact 
with local loans, will take a somewhat 
more active part in investment activities. 

Ramsey, secretary and person- 
nel officer, alsa becomes executive officer 
in charge of office methods and system. 





Voight with Republic National 


The Republic National Life of Dallas 
has appointed Frank E. Voight as super- 
visor of agencies. He began his life in- 
surance career as an agent and shortly 
thereafter was made general agent for 
the Northwestern National Life in Sauth 
Dakota. He then went with the Bankers 
Reserve Life of Omaha as_ general 
agent, later becoming agency supervisor 
and supervisor of agencies at the home 
office. He was with that company more 
than 17 years. 

About 6% years ago he resigned to ga 
with the American Savings of Kansas 
City as superintendent of agents. 





Michigan License Bill Signed 

LANSING, MICH.—Governor Frank 
Murphy has signed the agents’ qualifica 
tion act. It provides mandatory writ- 
ten examinations for all new applicants 
for fire and casualty licenses, to be con- 
ducted by the insurance commissioner 
at points “reasonably accessible” to the 
applicants. 

While its provisions are not manda- 
tory as regards renewal applicants of 
persons. seeking life or health and acci- 
dent licenses, the law may be applied 





handled by Mr. Mansfield, in addition ta 
traveling. 


to such applicants at the commissioner's 
discretion. It is effective Oct. 29. 
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LIFE SALES MEETINGS 








‘Indianapolis Life Convention 





Agents from Northern and Central 
Indiana Hold a Sales Conference at 
Lake Wawasee 





> Indianapolis Life agents from cen- 
tral and northern Indiana met at Lake 
" Wawasee, there being 76 present in- 
) cluding the home office people. Vice- 
) president A. L. Portteus gave the wel- 
© come. Superintendent of Agents A. H. 
"Kahler in his address stressed the 
“} need for a. life man to analyze him- 
self, check his daily program of work, 
ascertain his strong points and weak- 
nesses and set out to remedy them. A 
)cood stock of motivating stories, one 
to fit each type, is essential to the 
© man who expects to succeed, he said. 
' r, F. Kepner, assistant agency secre- 
© tary, showed charts based on time con- 
W trol records. Any agency using these 
methods showed a marked increase in 
> production. : 
"President E. B. Raub said the assets 
> for the first six months increased over 
$950,000, bringing the item to $19,600,- 
000. Insurance in force increased over 
39 830,000, making the figure over $103,- 
500,000. The mortality ratio was 36.8. 












Agricultural Life Agency 
Meeting Held in Detroit 


DETROIT—The Agricultural Life 
wrote $1,211,000 the first half of the 
year, an increase of nearly 600 percent 
over the same period of 1936, President 
B. B. Brady told his agency force at the 
’ two-day agency convention here. F. E. 
+ Button, state manager for Colorado, in 
which state the company has just been 





"> admitted, attended. 


' As evidence that conditions are con- 
) stantly improving, he pointed out that 
i real estate during this 
© period increased $70,000, while manage- 
~ ment expenses were reduced $11,000. 

The first evening the agents were en- 


' tertained at the home of President Brady 


' and the second evening attended a din- 
ner-dance. L. G. ‘Christman, Ann Arbor, 
a director, was toastmaster, introducing 


» R. L. Bailey, secretary; Gaylord Nelson, 


Grand Rapids, actuary; M. E. O’Brien, 


es | agency manager, and President Brady. 
_ . President Brady informed the field 

, & force that if they write twice as much 

sas  DUSiness in July and August as they did 

















' in June—$600,000 for the two summer 


months—he will entertain the agents 
and their wives at a week’s fishing party 
and outing on Grand Traverse Bay the 
second week in September. The quota 
tor the second half of the year is 
$2,000,000. 





Aetna Life Conferences Will 
Attract a Large Number 


_ With a 25 percent increase over 1936 
in the number of salesmen meeting 
qualifications for the ninth annual Aetna 
Life regional conferences, Vice-president 
S. T. Whatley reports an all-time high 
attendance record. 

Scheduled for late August and early 
eptember, the 1937 conferences will 
e held at Virginia Beach for the eastern 
delegations and Colorado Springs for 
pe, Western group. A comprehensive 
usiness and recreational program has 
fen arranged for this year’s record 
Corps of regionnaires. The attendance 
will exceed 400 at each meeting. 
és “ annual “Early Bird Awards” for 
_ — Aetna Life agencies, showing 
oi argest percentage increase in the 
rhe of applications written July 1, 
Bro a, go to the G. V. Austin agency, 
1 re yn; the Ford & Blosser agency, 
oledo, and the H. N. Lonergan 
agency, Albany. 

Aetna Life salesmen established a no- 





table record for their nine-year-old 
“Early Bird Association” this year by 
writing the largest number of applica- 
tions since July 1 was originally desig- 
nated as the official get-away day of the 
regional qualifying year. 


Alliance Life at Grand Island 


The Presidents Club of the Alliance 
Life of Peoria will gather at Grand 
Island, Mich., the week of Aug. 8. There 
were 62 who qualified. Many of these 
are looking forward with great pleasure 
to the north woods and the Lake Su- 
perior ‘country, June showed the largest 
production for any month so far this 
year. From the home office there will 
go President M. A. Kern, Secretary- 
Treasurer L. D. Kern, Executive Vice- 
president A. J. Schmidt, Medical Di- 
rector J. R. Neal, Assistant Agency Di- 
rector B. T. Kamins, Agency Secretary 
E. G. Atkinson. 





Frank M. See a Speaker 


Arangements are being made for the 
annual convention of Columbus Mutual 
Life agents at Cedar Point, Lake Erie, 
Aug. 19. One of the speakers will be 
Frank M. See, general agent of the New 
England Mutual at St. Louis. 





K. C. Life Minnesota Meeting 


About 60 Minnesota representatives of 
the Kansas ‘City Life will attend the an- 
nual convention at Welawiben lodge, 
Aitkin, Minn., Aug. 6 to 8. D. T. Tor- 
rens, president, J. A. Budinger, actuary, 
and Dr. H. A. Baker, medical director, 
are expected to attend. W. T. Koop, 
state manager, is in charge. 





Embry Agency’s Conference 


The annual educational conference of 
the A. M. Embry agency of the Equit- 
able Life of New York in Kansas City 
will be held Sept. 7-9 at Lake Taney- 
como, Mo. The 70 high agents in a cam- 
paign from July 1 to Aug. 28 will attend. 


NEW YORK 


EDNA LE BLANC BIG WINNER 


The prize of the Insurance Society of 
New York given to the student in any 
one of the courses that attains the high- 
est average mark, has been won by Edna 
LeBlanc, Metropolitan Life. She was a 
student in Part 1 of the life insurance 
course. The winner in Part 2 was Maida 
L. Kolb, Guardian Life. 

*x* * 


WARNS ON STATE PENSION PLANS 


Abraham Epstein, whose “American 
Mercury” article, “The Life Insurance 
Racket,” led off the depression-bred 
series of articles and books attacking 
life insurance operations, finds himself 
on the same side of the fence as the 
companies on the subject of old age 
security. Mr. Epstein is executive 
secretary of American Association for 
Old Age Security. In an article in the 
July \‘“Harper’s” magazine, condensed 
in the August “Readers’ Digest” under 
the title “Killing Old Age Security 
With Kindness,” he deplores the lavish 
use of old age pensions for political or 
other purposes. He says that the re- 
sult of all this will be that the pension 
load will be made too heavy for the 
taxpayers and that if not checked the 
whole system will be junked and the 
deserving indigent aged, for whose sole 
benefit the pension plans were devised 
in the first place, will suffer. 

Mr. Epstein shows how politicians 
have tried to capitalize on their activi- 
ties in promoting higher pensions and 
have not hesitated to write to the pen- 
sioners, asking that they use their in- 
fluence on their relatives and friends to 
vote the right way. Contributory an- 














nuities under the federal old age insur- 


MAKE WAY FOR TOMORROW 





Fieldmen of the Lamar Life 
are “Making Their Way 
for Tomorrow” through 


continuous renewals. 


































at once 


you can show a record of #100,000 of 
paid-for personal production for the past 
year; 

you feel there is no further opportunity 
for growth in your present condition; 


you live in either Pennsylvania, New 
Jersey, Rhode Island, Maryland or Dela- 


ware and 





you have family responsibilities. 


If the four items mentioned above describe your present con- 
dition, then you are the man we are looking for. The Bankers 
National Life Insurance Company can offer to men of this 
sort the chance of a lifetime to have a successful general 
agency. 


Interest you? Can you meet the qualifications? Then write 
to William J. Sieger, Vice President and Superintendent of 
Agencies, for the complete story of this exceptional opportunity. 


BANKERS NATIONAL 
LIFE INSURANCE COMPANY 
New Jersey 


Montclair, 
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ance system may be dismissed at once 
as mitigating the present danger to old 
age pension, Mr. Epstein declared, 
since for many years to come the an- 
nuities received will be extremely 
small, leaving the indigent aged still 
dependent upon state pension systems. 

Life insurance men, of course, are 
interested in keeping the various state 
pension systems within bounds. Not 
only do plans which promise more than 
they can perform give people a false 
sense of security which prevents them 
from trying -to provide for their own 
old age, but the taxes and contribu- 
tions necessary to support these ex- 
travagant ‘plans before they are finally 
given up as impractical constitute a 
drain on the public purse which di- 
minishes the amount of money avail- 
able with which to buy life insurance 
and retirement annuities. 





AGENCY NEWS 


Reliance Life Branch Gives 
Training Course to New Men 








PITTSBURGH.—A course of class 
room instruction and careful supervision 
in the field is being used by the western 
Pennsylvania branch of the Reliance Life 
in training its new salesmen. 

The school is in charge of J. C. 
Sheedy, instructor, and under the su- 
pervision of Weidner, manager 
western Pennsylvania branch. ms 
Hangartner, assistant manager, aids in 
the instruction. 

In the two-weeks course new men are 
taught the significance of insurance from 
the social and economic standpoint and 
the professional dignity of their calling, 
as well as sales ideas. The new men 
work under the supervision of the branch 
manager for two years after completing 
the course. 





Talks on “Romance in Records” 


Frank Minninger, Newark manager 
Connecticut General Life, will speak on 
“Romance in Records” Aug. 2 before 
the Newark agency of the Connecticut 
Mutual Life, of which John A. Ramsay 
is general agent. 


Seventeen Qualify for Outing 


Seventeen members of the Victor M. 
Stamm hame office agency of the North- 
western Mutual Life in Milwaukee qual- 
ified for a week’s fishing trip and outing 
as guests of Mr. Stamm at Camp Mun- 
nohannit on Long Lake near Mercer, 
Wis. The trip is awarded annually to 
agents who qualify by paying for a cer- 
tain number of lives or a combination 
of lives and volume the preceding 12 
months. 





Group Covers Were Kept in 
Force During the Strikes 





Practically all of those firms that have 
been carrying group insurance for their 
employes and have had strikes in the 
last few months, have kept up the en- 
tire insurance payments during the pe- 
riod of trouble. They have paid not only 
the employer’s part of the premium but 
that of the emplaye as well. Most of 
the group writing companiés have paid 
losses on account of death or disability 
to employes who were on strike at the 
time. Most employers that have pur- 
chased group insurance have come to 
regard that as a permanent department 
and a permanent policy and they were 
not disposed to interrupt or throw out 
the system when strikes occurred. 

Employers have found that by and 
large group insurance is appreciated by 
the employes and particularly by fami- 
lies of the employes. It has created 
good will for the firm among the fami- 
lies. Most employers undoubtedly appre- 
ciate that their treatment of employes 
in the future must be more liberal and 
that nothing is to be gained by drop- 
ping or suspending group insurance 
while a strike is in progress. 











LIFE AGENCY CHANGES 





Huffstetler Named Manager 
of Union Central’s Office 


P. H. Huffstetler has been appointed 
Union Central manager at Springfield, 
Ill., succeeding R. D. Webb, resigned. 
Mr. Huffstetler is a native of Illinois 
and attended the Southern Illinois Nor- 
mal University. After several years’ 
teaching, he went into life insurance as 
an agent in 1926. He served as gen- 
eral agent and regularly qualified for the 
$250,000 club. In 1933 he was appointed 
general agent Continental Assurance at 
Springfield, in which capacity he re- 
mained until the present. 


Leo Is Dallas General Agent 


The Yeomen Mutual Life has ap- 
pointed Ralph M. Leo general agent at 
Dallas, Tex. He has been with the Yeo- 
men Mutual since 1935 and has been a 
consistent producer in the Dallas agency. 


Nystul Goes to Columbus 


John Nystul, heretofore North Dakota 
manager for Kansas City Life, is being 
transferred by his company to Columbus, 
O., as general agent for the southern 
part of that state. He has been located 
at Fargo. He went to that city 10 years 
ago as general agent for Mutual Trust 
Life. He has been connected with Kan- 
sas City Life since 1931. He has been active 
in political and civic affairs. He was 
campaign manager of the Union party 
last fall and is a former chairman of the 
non-partisan league state executive com- 
mittee. He is a director of Concordia 
‘College from which he was graduated 
in 1920 and where he was dean of men 
from 1924-26, when he resigned to enter 
business in Minneapolis. He is president 
of St. Luke’s Hospital in Fargo. He was 
president of Olivet Lutheran church for 
six years. 


Alliance Life at Omaha 


The Alliance Life of Peoria has or- 
ganized a new Omaha general agency 
with Nat Meister and John J. Ormsby 
in charge. Mr. Meister has been en- 
gaged in the general insurance business 
in Omaha for nearly 30 years. Mr. 
Ormsby has direct charge of the life in- 
surance department. He has been in 
real estate, investments and insurance 
in Omaha. 


Carnahan to Seattle 


Dwight E. Carnahan of Des Moines 
has been appointed Seattle general agent 
of the Minnesota Mutual Life. He is a 
brother of T. D. Carnahan, general 
agent in Des Moines. Dwight Carnahan 
formerly resided in Seattle, where he 
represented another life company. 

















Bogardus, Baldwin Managers 

J. O. Bogardus, sales manager of the 
Calvin S. Elliott Company Travelers 
agency in Buffalo, has resigned and been 
appointed manager by the Union Mutual 
Life at Albany, N. Y. He has been with 
the Travelers as agent and field assistant 
for more than four years and for a year 
represented the Mutual Life of New 
York in New York City. L. C. Baldwin 
is promoted to manager of the Roches- 
ter, N. Y., office by the Union Mutual. 
He has been agent at Denver and prior 
ta that was agent for the Reliance Life 
in that city. 





Luckey to Personal Production 


Herbert A. Luckey, who has _ been 
Indianapolis manager of the Life of Vir- 
ginia, has been appointed special repre- 
sentative there by the State Mutual Life, 
returning to personal production as has 
been his desire for some time. He will 
specialize in business insurance, for 
which he has a foundation of 13 years 
in active law practice and 14 years as 
agent and manager of life companies. 
He is active in insurance organizations 





and is now vice-president of the Indiana 
Life Underwriters Association and na- 
tional committeeman of the Indianapolis 
assaciation. For several years he has 
been chairman of the legislative commit- 
tee of the Insurance Federation of In- 
diana. He has served as president of 
both the federation and the Indianapolis 
association. 


Woolley Takes New Post 


. T. Woolley, who  has_ been 
appointed Cleveland manager of the Fi- 
delity Mutual, entered the work in 1919 
with the Ohio National at Cleveland. 
In 1922 he connected with the Travelers 
and later was made field assistant. He 
became manager at Reading, Pa., and 
this year returned to Cleveland as as- 
sistant manager. 








Stieglitz Goes to Poughkeepsie 

Robert Stieglitz, who has been an 
agent of the New York Life at Cham- 
paign, Ill, has been appointed agency 
director for the same company at 
Poughkeepsie, N. 





Hawley with Victory Life 


W. D. Hawley, who has been field 
supervisor for the National Reserve Life 
at Topeka, Kan., is going to Wichita as 
general agent of the Victory Life for 
seven or eight surrounding counties. He 
is a brother of Robert Hawley, Travelers 
branch manager at Kansas City. 





Two Promoted by Lamar Life 


JACKSON, MISS—The Lamar Life 
has promoted H. C. Allen, former spe- 
cial agent in Columbia, Miss., to district 
manager at Meridian, Miss., and R. L. 
Heffington, former special agent, to dis- 
trict manager in his home city, Annis- 
ton, Ala. 


COMPANIES 


Assets Are at All-Time High 


Northwestern Mutual Life Resources 
Now Total $1,159,297,457, President 
Cleary Tells Trustees 

















MILWAUKEE.—In his report of 
business of Northwestern Mutual Life 
for the first six months, President M. J. 
Cleary announced at the board’s annual 
meeting at the home office, that as of 
June 30, total assets had reached an all- 
time high of $1,159,297,457, and total in- 
surance in force had increased to $3,819,- 
882,360. 

During the first half of this year the 
company issued 36,413 new paid-for poli- 
cies for total of $132,537,427. Total in 
force on June 30 on 1,019,254 policies 
was $3,819,882,360. This represents net 
increase in business in force of $78,389,- 
581 since a year ago and $41,733,498 
since Jan. 1. Total income for the first 
six months of this year was $101,674,187, 
and included premium income of $63,- 
412,986, and interest and rents of $24,- 
191,536. 

Disbursements amounted ta $72,630,- 
238, and included payments to policy- 
holders and beneficiaries of $53,668,927 
of which $22,746,355 was paid on 5,926 
death claims, and $15,537,176 was paid 
as dividends to policyholders. Total dis- 
bursements also included $7,068,386 in 
payments made under installment and 
option settlements. Alsa included in 
disbursements were $2,410,621 in taxes. 
Excess of income over disbursements 
was $29,043,949, which represents in- 
crease in ledger assets of that amount 
for the first six months. Ledger assets 
now total $1,153,341,307, which is $60,- 
489,153 over the June 30, 1936, amount. 

Policy loans at the end of the first 
six months amounted to $178,569,777, 








decrease of $14,167,858 since a year ago 
and $5,580,185 less than six months ago 


Assets also include $10,543,418 of cashh 


on hand and in banks. 


Suit Contesting New Plan 
of Pacific Mutual Loses 


Holding that his court had no jurisdic. 
tion, ederal Judge Roche of San Francis¢, 
has dismissed the suit of Fannie R 
Hutchins of Texas attacking the Pacifc 
Mutual Life reorganization plan. Fannie 
Hutchins held 50 shares of Pacific My. 
tual stock. The petition filed for her by 
Col. W. H. Neblett contained virtually 
the same allegations as in a petition 
filed by him on his own behalf in Cali. 
fornia state court some months ago with 
unsuccessful results. Since then the ney 
corporation has successfully carried on 
the business of the ald company. 

The federal court ruled that the mat. 
ter had been decided by the state cour 
and the question of Commissioner Car. 
penter’s authority was for the state cour 
to decide. The Hutchins suit was dis. 
missed with the statement that the P,. 
cific Mutual proceedings could not be 
characterized as fraudulent fram any- 
thing that appeared in the complaint 
The petition had asked that the federal 
court take jurisdiction of the property 
of the Pacific Mutual and attorney fee 
be allowed. Instead the entire petition 
was denied and costs were assesse( 
against Fannie Hutchins. 

There is now only one caurt action 
remaining which seeks to upset. the 
method under which the company is 
working out of its difficulties of the past. 
There is pending before the California 
supreme court another actian filed by 
Colonel Neblett June 3, with oral argu- 
ment, decision on which, it is said, must 
be rendered within 90 days, or by Sept 
3. The latter seeks to set aside the 
order of Superior Judge Willis of Cali- 
fornia, which appraved the Carpenter 
reorganization plan now being used 
Neblett is seeking to have the company 
handled by the insurance department 
under the insurance code provisions. 











Would Wind Up Iroquois Concern 

A petition to dissolve Iraquois Mutud 
Benefit Association of Springfield has 
been filed in Sangamon county. circutt 
court by Insurance Director Palmer 0! 
Illinois. The business of this concern 
was taken over by the Commercial Life, 
a so-called 1893 assessment company 
Iroquois Mutual Benefit was moved 10 
Springfield from Watseka last year. Ir 
1936 it had $6,241 total income, pai 
$5,236 in benefits, had total disburse 
ments of $7,598, assets $2,012, had $258- 
650 benefits in force. 


Tobin Seeks Additional Fees 


NASHVILLE.—Former Commissio®- 
er J. S. Tobin, who has already receive 
$16,000 compensation, is asking an add: 
tional fee between $24,000 and $25,000 
for his services as conservator and fe 
ceiver for the Independent Life, whic 
was reinsured in 1934 by the Standart 
Life of Jackson, Miss. 

Hearing has been started in chancer 
court here. Stockholders of the Inde 
pendent Life and Standard Life and the 
Tennessee department are resisting t% 
claim. 


All States Life in Texas 


The All States Life of Montgomery 
Ala., has entered Texas, with headquat 
ters at Houston. This is the sevent 
state in which the company is entere¢ 


O’Malley Granted Appeal 


KANSAS CITY. — Superintendest 
O’Malley of Missouri has been grantes 
permission by Federal Judge Otis to 4 
peal the action in which he seeks * 
retain over $200,000 of Federal Reser* 
Life assets under his own jurisdiction. 











= 

The “Dixie Underwriter,” published = 

Raleigh, N. C., has been merged with 

“Southern Underwriter,” published * 
Florence, 8. C. 
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~ News or LIFE 


ASSOCIATIONS 





M. W. Smith New President 
of Madison, Wis., Association 


MADISON, WIS., July 29.—M. W. 
Smith, district manager Equitable Life 
of New York, was elected president of 
the Madison Association of Life Under- 
writers to succeed R. L. Hesse, general 
agent Lincoln National Life, at the an- 
nual meeting following a golf tourna- 


ment and banquet at the Stoughtor 
Country Club. Other new officers are: 
Vice-president, Charles Tomlinson, 


Bankers Life; secretary, S. L. Johnson, 
Old Line Life; treasurer, J, V. Hovey, 
Connecticut Mutual; national commit- 
teeman, Frank Horner, Northwestern 
Mutual Life. New directors are Earl 
Emil Becker, 
Metropolitan; John Lonergan, Equitable; 
Dewey Edson, Northwestern Mutual; 
Franklin Van ‘Sant, National Guardian, 
and Charles Kramer, Central Life. 

As a tribute to Mr. Smith, his installa- 
tion as president was witnessed by four 
other Wisconsin managers of the Equi- 
table: E. G. MacDonald, Sheboygan 
manager and president of the state asso- 
ciation; E. G. Ebersol, Milwaukee, as- 
sistant state manager; Harold Shadd, 
Racine, district manager, and Verne De 
Remer, Waukesha, field supervisor. 

Golf tournament results: Walter 
Rhodes, low net; Ralph Larson, second 
low net; Dean Ball, first in blind bogey 





John Hovey, second blind bogey; R. M. 


Larson, first low putts; M. W. Smith, 


second low putts; 
total, 


James Anderson, high 


* *« 
Hold Maine Sales Congress 


The annual dinner and sales congress 
of the Maine Life Underwriters Associa- 
tion was held at Log Lodge, Lucerne, 
July 29. Speakers included R. B, Hull, 
managing director eta Association 
of Life Underwriters; Paul F, Clark, 
general agent John Hancock, Boston; 
Commissioner Lovejoy of Maine, AY. 


Youngman, president New York City 
association; A, S. Kilburn, manager 
Prudential, Portland, Me. and N. C, 


Estabrook, New England "Mutual Life, 
Houlton, Me, 
x“ * 

Hartford—The following were elected 
as Officers for one year, P, I, Holway, 
president; H, D, Wilcox, first vice-prenst- 
dent; H. D. Freeman, second vice-presi- 
dentfi H. G. Began, secretary; P. Dd, 
Roudakoff, treasurer. W, W. Hartshorn, 
K. 8S. Churchill and R, H, Brainard were 
elected directors, 


x * 
Knoxville, Tenn. Ralph KH. Talley, 
Penn Mutual, is the new president. John 


Thornton is vice-president, Dick Wright, 
Jr., is secretary. Mr. Talley is delegate 
to the Denver National convention, 


* # 


Northern New Jersey——More than 150 
attended the annual “fun-day” at the 
Mazda Brook Park near Morristown, N. J, 
The golf tournament resulted in a three- 
team tie—Penn Mutual, Massachusetts 














COTTON 


Experts will soon 





acres of cotton to estimate the 1937 crop. 


Alert Southern underwriters are also 
estimating future prospects, and are laying 
plans now for crop-time sales. 


LIBERTY NATIONAL LIFE INSURANCE CO. 


Birmingham, Alabama 


PRANK P. SAMFORD, President 
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Hancock, The playoff 
the Upper Montelalr 
Aug & The Connecticut 
won the baseball trophy, 
* oh 
Norfolk-Portamouth, Vare-At the an- 
nual meeting the following oMfcers were 
elected: J. C, Nelson, president, mana- 
ger Connecticut General Life; Alice G, 
Palmer, secretary-treasurer, Pacifiae Mu- 
tual Life, 


John 
take place at 

Club 
team 


Mutual and 
will 
Country 
Mutual 


x eH 
Oklahoma Approximately 100 Okla 
homans will attend the National asso. 
clation meeting in Denver, Aug, 24-27, 44 
of them from Oklahoma City, lL. C. Mers 
folder, Kansas City Life, is chairman of 
the Oklahoma convention committes, 
* 
The association will 
at the Lagoon, Davia 
A feature will be «a 
baseball game between managers and 
agents, KH, A. Gamette, Pacific National 
Life, is chairman of arrangements, 


Salt Lake Olty 
hold an outing 
county, Aug. 2, 


Wausau, Wise-Organization was com 
pleted at a meeting attended by 40 
agents, H, Helling of Oppermann & Hel- 
ling, was elected president; N, V. Meek, 
Metropolitan, vice-president; Vietor 
Breitenbach, Penn Mutual, secretary 
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trensurer; George TH, Hennett, North 
western Mutual, national committeaman, 
Directora ate DD, Curtia, Wiseonsin 
National Life; tl. J, Conbellle, New York 
Life, and (, (. Tueker, Central Life of 
lowe, Tt will aMfliate with the Wiseon 
ain atate and National assoolationa 


eo | § 


Atlanta—At the firat monthly luncheon 
moeting under the new offluera, J, : 
Avary of the Mirst National Hank apoke 
on “Striking consequences of business 
and partnership insurance closing the 
prospect,” 

President Charles Chalmera announced 
his committees, H, I. Cooney heada the 
executive committes and N, HW, Maddox, 
the governing committees, It le probable 
that a special car will be chartered to 
take the Atlanta party to the National 
association meeting In Denver, 

** # 


Vort Wayne, tnd The annual sume 
mer outing will be held Aum, 14 at Lake 
Wawnnee, Itegular monthly luncheon 
meetings will be resumed in September, 

* * # 

W, View), & Bayre ia 
president, J, Ht, Hobson, frat vies prenl 
dent, G. Th Muekley, second vies presl 
dent, Wilbur Matheny, secretary 





Charleston, 








_ News: ABOUT LIFE 


POLICIES 


New + Pollicles, Premium Rates, gen Surrender Values, and all Changes 
in Policy Literature, Rate Books, ote, 


Digest” and “Little Gem,” Published Annus 


PRICE, $5.00 and $2.00 respectively, 


{ apy my the “Unique Manual 
in May and March respectively. 





Farmers & Traders Life 
Makes Important Changes 


The Farmers & ‘Traders Life in 
creased premiums, increased and 
lengthened the period of surrender 


charges and added several new policy 
contracts. Guaranteed premium reduc- 
tion forms are not carried in the new 
rate hook. The premium increase 
averages about 5 percent except for re 


tirement income policies which have 
much larger increase due to higher 
maturity values, 


he old surrender charge ran to the 
14th year but under the present plan 
there is a surrender charge of $24 per 
$1,000 the first 14 years, $12 the 19th 
year, with full reserve available there 
after 

Most important of the new forms are 
the multiple protection plans. Vremii- 
ums are level through life but if death 
occurs during the first 10, 15 of 2 
years the death benefit is doubled, 
Other new forms are 24 and W pay 
merit life and 20 and 45 year endow 


ments. Kates per $1,000 are: 
Multiple Vrotection 
Ord. 26. 267% 16 1% 20 
Ake bAfe tite Kind. Vear Your Vear 
19 H1118 19-10 S42.45 y 
14 12.47 20.49 42 
26 14.99 22.51 43.94 $14.5 4 $17 172 91%.74 
% 15.7% 24.4% 42.47 % $6 19.76 2647 
9 14.15 27.21 44.24 26.4% 22.4% 724.74 
4 21.26 40A4 44.9% 24.24 75.90 27.1% 
% 254.4% AAD 4540 2949 4.90 44.47 
% 41.10 29.5% 47.41 G6.94 4046 44.44 
4 24.5% 45.99 GLAT A159 54.49 
4 4%.4%4 54.44 GI4GD 64.94 
4 41.72 64.55 66.92 
5 79.49 - 


Has New Blanket Plan 


The Bankers } National Life has added 

4 plan to be issued by the blanket cover- 
aue department. This perriits issuance 
of master agreements utder which 
groups are covered under 10 year term 
policies which are perpetually renew- 
able and may be converted at ary arin 
versary with sonst (gesstti ie ernployment of 


droy ping OG A the plan A pple arts 
ap to age 6% are eligible, Insured groups 
riust contain at least 166 insurable 


members and 
acceptable applications 
SAL. A similar 
year renewathe 


fix « tial 
based 


f 
pia (yi 





there must be at least 20 | 
A 

1% | 
term i¢ being contmaed, | mature at 55, O of W, 


Participating Policies Are 
Now Issued by Girard Life 


‘The Girard Life, whieh for seme 
time has issued insurance and income 
contracts of noteparticipating basis, 


has brought out participating forte of 


those types. The new surrender values, 
options and provisions are the same 
as the non-participating forms except 
dividends are provided for in the end 
of the second and later policy years 
prior to maturity, No schedule of divi 
dends is available. Mates for the new 
contracts per B1000 are 

Mo tne. O10 Mate Mo tne O10 Wale 

$9.27 Kermalea 

Ate nat af wf at af at 
at Ae Ane Ane Ate Aue Ate 
lantia 45 a] 4% Aue fy “4 4% 

f) 4 $ $ ‘ ; 
1%., 29.417 44.71 W009 46.. 10.09 4514 487 
16., 40.4% IAA 40.464 41., ANGD GRDG ADM 
17, 41.44 4.4% 4.00 Wh., W444 GAGA MGS 
1% 44.54 F406 4140 49 91,45 45.40 41.49 
1%. 4494 WGE WANA AY, NODAL GOGA GHG 
“0 49.546 21.96 44.00 41. .444.97 TA.14 GGA 
44 4444 4444 G44 42,109 6% 19.729 G5.98 
44... 44AG GORD WAS 44. 1418R AHA GOS 
24 49.4% 4IGL 244 44..19444 DI.54 4749 
a4 44.40 42.20 Gh.IR 49..149 99 9449 46.41 
4%.. Stat 49M 4I0G 46 107.4% 19-49% 
Lh 45.45% 44.40 44.00 47 117.04 1%.49 
44, V1.4 4RGA 44.99 4% 14440 4h 94 
1% 59.06 47.7% 409% 49 141.4% 41.46 
449 52.4% 4944 441% GF 157.49 G49 
40., YEAR 44.49 44% G1 194.04 
W4., YRS MAAD FANS 8 111.09 
44. 19% VAR BWA GF 173.4% 
44., Wo 4149 WAND 4 144.0% 
4h. WAG4 SONI WW %% 144.4% 
4% 74.4% $4.74 401% 

* 
Adult Premiums Increased, 
ile Rates Are Low 
Juvenile s Are er 
‘The Bepire Life & Accident has in 


creased premiums for mos adult formic, 
AecreasedA juvenile premiume, liheral 
wea Seventies contitacts and aAded new 
plaris 

Juvenile policies now in fell 
force at attaitied age 4, Vartnily iicome 
is tor being written, being attached by 
tider and providing that the original 
pnicy wiay be withdrawn in ont 
part immediately alter death W way 
ment deferred to the end A income 
perio, Vath WHO withdrawn at death 
rehuces monthly income F144, Irs 
ance with anndty will te insted to 
These thicies 


are 


my rithe 
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are issued to men and women at the 
same rates but male income at maturity 
is $10 while for women it is $9.15 per 


unit. Rates for the family income 
rider and the insurance and annuity 
forms are: 

Fam. Inc. Rider Ins. and Annuity 

10 15 20 To To To 

Yr. Tf. Yr. Age Age Age 
Age Plan Plan Plan 55 60 65 
10 < ceie |. w'bibie! | Soe.» pa 20 1T.00- Bim. kO 
15 Sie abel. wesecerts Coreen, CDC s eS ae 
20 $ 3.01$ 4.15 $ 5.24 30.57 24.10 19.52 
25 3.18 4.39 5.61 37.65 28.75 22.83 
30 3.31 4.73 6.28 47.91 35.19 27.32 
35 3.75 5.60 7.75 64.04 44.53 33.72 
40 4.74 .7.36 10.49 91.92 59.18 42.46 
45 6.53 10.43 15.09 146.71 84.50 56.16 
50 9.50 48.88): Gis. soc SBBO7 79.00 
55 eS) re vase AeOe 

o 


Seaboard Makes Changes 


The Seaboard Life is issuing a re- 
tirement annuity bond that provides 
$12.50 monthly life income, 100 months 
certain, per $1,000 insurance. The in- 
sured may have income start at an age 
earlier than maturity date or may con- 
tinue premium payments after maturity 
thereby obtaining larger income later. 
Premiums for practically all plans have 
been increased and surrender charge 
increased and extended. The old sur- 
render charge did not go beyond the 


fifth year. Annual rates per $1,000 
are: 
Ret. Annuit 

Mat, Mat. Pref. Risk End. Age 85 

Age Age Ord. 20 Cont. 20 
Age 55 60 Life Pay Prem. Pay 
10 weee. eoee $11.47 $18.84 $11.98 $19.10 
15 $28.95 $22.59 12.43 20.16 13.17 20.66 
20 35.51 26.97 13.77 21.76 14.70 22.56 
25 44.71 32.91 15.48 23.68 16.56 24.72 
30 58.23 41.25 17.68 26.02 19.00 27.30 
35 78.75 53.48 20.55 28.89 22.28 30.53 
40 113.76 72.05 24.36 32.55 26.87 34.63 
45 .... 108.89 29.51 37.54 52.47 39.75 
50 wee eeee 86.96 44.17 40.16 46.38 
55 Jen rs eee a Ye 
60 62.29 .... 64.65 
Revises Rates and Values 


The Standard Life of Jackson, Miss., 
has revised its premium rates and sur- 
render charges. The old surrender 
charge ended at the ninth year but the 
scale now runs $10 per $1,000 to the 
19th year, generally, but in some cases 
reduces in later years. The new 
premium rates per $1,000 are illustrated 
in the table below: 


14 Pt. Ret. 
Income 10 
Ord. 20P. 20Yr. Age Age Yr. 
Age Life Life End. 60 65 Term 
10 $13.18 $20.66 $41.85 15:08) 355% 
15 18 20.66 41.85 $16.41 15.03 .... 
20 14.70 22.56 42.07 19.03 17.14 $ 8.13 
25 16.57 24.72 42.29 22.46 19.87 8.39 
30 19.01 27.29 42.69 27.25 23.57 8.77 
35 22.29 30.50 43.54 34.28 28.77 9.84 
40 26.67 34.63 45.11 45.11 36.32 11.89 
45 32.47 39.79 47.74 45.11 47.74 15.58 
50 40.16 46.39 51.91 99.28 66.50 21.58 
55 50.36 55.04 58.37 .. 102.96 pha 
60 64.81 67.15 68.13 gas eae 


Single Premium Juvenile Forms 


The Union Central now is issuing a 
number of new single premium juvenile 
contracts, including endowment at 60, 
20 year endowment, endowment at 18 
and single premium whole life, from 
birth to age nine, inclusive, and also a 
new annual premium endowment at 21. 


Would Have Premium Grace 
. Period During Strike 


MILWAUKEE.—The idea of insert- 
ing in the industrial policy a provision 
for a grace period for those who cannot 
pay premiums because of a strike or 
labor dispute was suggested by a speaker 
at the last meeting of the International 
Union of Insurance Men, Milwaukee lo- 
cal. J. A. Padway, counsel for the Wis- 
consin Federation of Labor, advanced 
this,idea. If this were done, he stated, 
it; would, mean a saving of millions of 
dollars: “to the working masses of the 
nation. In recent years many union men 
were forced to lapse and sacrifice their 
policies because of those emergency 
conditions.” 





George L. Hunt, vice-president New 
England Mutual Life, is receiving the 
sympathy of friends on the death of his 
wife. She had been an invalid for the 
past five years. 











As SEEN FROM CHICAGO 





LIFE COMPANY STOCK QUOTATIONS 

H. W. McKinney of G. L. Ohrstrom 
& Co., Board of Trade building, Chi- 
cago, gives the following quotations on 
the stock of life companies: 


Par Div. Bid Asked 
Aetna Life ..... 10 -60 30 32 
Amer Life, Ala.. 5 ae ay cs 
Bank. Nat, Life. 10 1.00 40 45 
Build, Life, Ill... 1 aes = 2 
Central Life, Ill. 10 YS 9 vs 
Cent. States Life 5 ee 2 4 
Columbian Nat..100 4.00 80 90 
Commonw. Life. 10 15 17 19 
Conn, Gen. Life. 10 .80 35 36% 
Cont. Assurance. 10 2.00 37 39 
Cont. Am. Life.. 10 1.20 30 34 
Farm, & Traders.100 12.00 210 225 
Fed, Life, Chgo.. 10 ie 8 ae 
Girard JAle 2... 10 -40 10 12 
Great Nor. Life.. 10 4: 4 oe 
Great South. Life 10 2.50 25 30 
Guar, Life, Ia...100 ate 100 125 
Kan. City Life..100 16.00 450 500 
Life & Cas., Tenn. 2 ee 15 17 
Bate Of VR. ....> 20 3.00 73 80 
Lincoln National 10 1.20 26 27% 
Mo. State Life... 10 prave 36 4 
Monu, Eafe ..... 10 1.00 36 40 
Natl. Life & Ac.. 10 1.60 65 75 
New World Life. 10 40 5% 6% 
Northw. National 5 -60 14 15 
North Amer. .... 2 s 4% 5% 
Ohio National .. 10 1.00 24 28 
Ohio State Life..100 10.00 225 ie 
Old Line Life... 10 -60 15 17 
Pacific Mutual... 1 meer 3 4 
Pan Amer. Life. 10 -50 18 20 
Peoples Life, Ind. 10 .60 20 viet 
Philadelphia Life 10 mh 3% 4% 
Prot. Life, Ala.. 10 .60 14 ex 
Prov. Life, N. D. 10 .80 11 a 
Rockford Life... 10 a 4 8 
Sun Life, Can...100 mes 700 750 - 
SPAVCICrS 4.00% 100 = 16.00 495 505 
Union Central .. 20 .80 21 - 
Wisconsin Natl.. 10 .50 15 17 

*x* * * 


DENVER -PLANS OF CHICAGOANS 
R. -S. Edwards, general agent for 
Aetna Life, is making transportation ar- 
rangements for Chicagoans who will at- 
tend the convention of the National 
Association of Life Underwriters in 
Denver. He is chairman of the Chicago 
Association of Life Underwriters com- 
mittee in charge of the Chicago dele- 
gation to Denver. Delegates and alter- 
nates for the Chicago association will be 
selected from those who plan to attend. 
Special cars will be attached to the 
air conditioned Aristocrat of the C. B. 
& Q. road leaving Chicago Aug. 21, 22 





A 
and 23 at 10:30 a. m., central standard 
time. 

i eke nike 


ACACIA MUTUAL SHOWS GAINS 


The Chicago branch of the Acacia 
Mutual closed the half year with the 
largest net gain of business in force since 
1932. E. J. Warshell, president of the 
“William Montgomery Quality Club,” a 
member of the Chicago branch, contin- 
ues to lead all agents in written and 
placed business; B. D. Wheeler, assis- 
tant branch manager, placed and paid 
for the second largest amount. Twelve 
agents have qualified for the midwestern 
regional convention in French Lick, 
Ind., in August. 

* * 
AGAIN A MILLIONAIRE 


Harry T. Wright of the Woody agency 
of the Equitable Life of New York in 
Chicago is the third agent to qualify for 
its Million Dollar Corps this year. This 
is the 14th consecutive year in which he 
has been a million dollar producer. 


* KK 
HARRY STEINER SETS RECORD 
Harry Steiner of the Lustgarten 


agency Equitable Life of New York has 
been cited in his company’s house organ 
for the production record in his 10 years 
with the office. Total paid business on 
560 lives is $10,384,591 in volume. Dur- 
ing six of the 10 years he has produced 
$1,000,000. 

> by 
WOOD AGENCY GOING STRONG 


F, J. Wood, one of the Chicago gen- 
eral agents of the Lincoln National, led 
his agency in June to record production. 

e was second country wide in per- 
sonal volume with $145,600 and his agen- 
cy’s volume was 216 percent of the same 
month last year. For the half year the 
office had 36 percent increase in written 
volume and 31 percent in paid for. July 
so far has developed the largest new 
premium volume in a year and the 
agency is substantially ahead in produc- 
tion. The Wood agency was among the 
leading ten offices for the half year and 
fifth in June. 


ste 
ok 








AGENCY MANAGEMENT 





Realistic Recruiting Attitude 


Managers Find It Difficult to Attract 
Men Without Satisfactory Financial 
Basis 


Life managers are taking a realistic 
attitude toward recruiting new men and 
the dearth of available material is de- 
manding factful thinking. If a manager 
encourages a man with a regular job, no 
matter haw small a salary he is getting, 
to quit and take up life insurance, he 
has a problem on his hands unless the 
prospective agent has funds enough to 
finance himself. One manager who 
looks at the recruiting squarely, says 
that human nature must be considered. 
A man who is broke and is thinking 
about carfare and lunch money can’t sell 
life insurance. If the manager finances 
the agent with loans the agent can get 
himself in such a financial hole that the 
burden of repaying his indebtedness will 
assume such alarming proportions that 
his sales effectiveness will be reduced 
correspondingly. 


Turn to Colleges 


Last June managers turned to college 
graduates as a source for prospective 
agents and found that other businesses 
and industries were hiring the cream. 
Although these youngsters are only get- 
ting trivial salaries, the weekly $15 or 
$18 pay check at once looks better to 
them than promises of larger earnings 
in the future. These youngsters are de- 
sirable praspects because they can usu- 
ally get along on small earnings at the 








start, especially if they live at home. 
One objection to youngsters is that they 
cannot be expected to do a large volume 
for several years because it is difficult 
for them to successfully contact larger 
risks. 

All managers and general agents are 
looking toward a satisfactory solution 
of the recruiting problem but most of 
them feel that there has to be some re- 
adjustment in the present set-up if high 
calibre men are to be attracted to the 
business in the future. The key to the 
situation boils down to the fact that suc- 
cessful men or businesses attract suc- 
cessful men. 


S. R. Hay, Jr., Houston Head 


The Houston Managers’ & General 
Agents Association has elected the fol- 
lowing officers: Sam R, Hay, Jr., 
Great Southern Life, president; H. V. 
Jackson, vice-president; Morris Brown- 
lee, secretary. 


Three-Way Tie at Outing 


J. H. Dingle, general agent Massa- 
chusetts Mutual; J. J. Hurley and J. H. 
Brennan, manager Fidelity Mutual, tied 
for blind bogey prize at the annual out- 
ing of the general agents and managers 
division, Chicago Association of Life 
Underwriters, held at Edgewood Valley 
Country Club near La Grange, IIl. 
Harry Walters, supervisor of Stumes & 
Loeb, general agents Penn Mutual, a 
member of the club, was in charge of 
arrangements. There was a short busi- 
ness session. 





Michigan Debt Exemption Ai 


Is Vetoced by Governor 
LANSING, MICH.-—Governor My. 


phy conformed with the wishes of th 
organized life underwriters in vetoing 


the Watson act, which would have ¢. 
empted all life insurance benefits fropf 


garnishment, attachment or any othe 
legal process instituted in the behalf ¢ 
the assured’s creditors. The governg 
reported a similar act passed in Arkap. 
sas had been found unconstitutional }) 
the United States Supreme Court as t. 
gards its effects on debts contracte 
prior to passage of the exemption. 
Application of the exemption to ap. 
nuity contracts was the objectionabk 
feature of the act, inasmuch as such, 


provision would permit persons wh 
were heavily indebted but who _ha( 
ample current resources to purchas 


paid-up annuities and thus assure then: 
selves of a permanent income withow 
meeting their obligations. 

H. B. Thompson, Detroit, counsel for 
the Michigan State Life Underwriter 
and Qualified Life Underwriters of De 
troit, had written the governor urging 
veto of the act on the ground that it 
long-range effect would be damaging to 
life insurance as an institution despite 
the prospect of immediate benefits to life 
men through stimulating annuity sales 


Herbert Hamilton Dies 


PHILADELPHIA. — Herbert\, 
Hamilton, manager of the Philadelphia 
agency of the Union Central, died in his 
office of a heart attack. He joined the 
Union Central actuarial department in 
1916. He became manager of the divi- 
dend division in 1922, conservation ¢i- 
rector in 1932, agency secretary the same 
year, and was elected assistant superin- 
tendent of agencies in 1936. Mr. Hamil- 
ton was appointed Philadelphia manager 
in May. He was well known through- 
out the business as a founder of the 
L. O. M. A. education work. 


Fidelity Mutual Get-Together 
Thirty northern California agents o 
the Fidelity Mutual Life and their wives 
were guests of W. J. Arnette of Los 
Angeles, California manager, and J. M. 
Mitchell, manager of the San Francisco 
agency, at a “get-together” party and 
luncheon at Castelwood Country Club. 


Scotland to Hold Meeting 


The G. A. Scotland agency of the 
Penn Mutual Life at Sacramento, (al. 
is planning a regional meeting in that 
city Sept. 9. He is inviting the Oakland 
and San Francisco general agencies 0! 
the company to participate. The Peni 
Mutual holds a regional meeting on the 
coast about that time of the year. 
Among the home office people who will 
be present will be Vice-president A. E. 
Patterson. 








RECORDS 


Mutual Life of New York—Paid bus': 
ness was $135,920,517 for the first hali 
year as against $120,987,373 for the 
same period last year. This gain of 11-4 
percent in new business and a drop o% 
14 percent in terminations brought 4 
rise of $10,189,968 in total business 1 
force for the first half year. The gait 
exceeded that of the entire year 1934 
by more than $500,000. 

Pilot Life—It completed the most suc 
cessful six months in its histery, show 
ing increase of business in force of $7, 
430,263 since Jan. 1, 70 percent more 
than for the first six months of 1936, 
The gain for the year ending June 30 }8 
$13,430,240, a 193 percent increase ove? 
that for the preceding year. Gain for the 
last 12 months is 12 percent. Insurance 
in force July 1 was $123,281,339. 

Midwest Life, Neb—Gain 59 percent I" 
six months. 
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~ LEGAL RESERVE FRATERNALS 














lor Mure 

s of if) Three Orders Are Taken Over 
Vetoing | 

have ex. Maccabees Absorption of Societies 

its fron Announced by Commander Thompson 

“d nan at Quadrennial Convention in Detroit 

4 

eich [| DETROIT.—Mergers by which the 

ional h Maccabees absorbed assets and member- 

rt as ‘. ships of the Brotherhood of America, 










Slavic Progressive Union and Fraternal 
' Home Insurance Society of Philadelphia 
' were annaunced at the opening session 
of the five-day quadrennial international 


ntracted 
nl, 
| tO an. 






‘tiona 
ace convention of the Maccabees here by 
ns wh Commander E. W. Thompson. 
ho hai “I believe that in the present day of 
urchaefe keen competition it will be to the advan- 
e then-f) tage of the smaller associations to seek 
without more security and greater benefits 
_— through amalagation with stronger asso- 
sel for cations, and we anticipate that during 
rwriter the next few years there will be a tend- 


ency along this line,” he said. 
More than 3,500 delegates attended 
from 44 states and all Canadian prov- 


urgin; 
that it 
ging to 


"Be inces. 
despiy | Mr. Thompson was reelected com- 
> tO te mander, N. C. Wiley, Lewisburg, Ky., 
> sales fm y 





lieutenant commander, and C. L. Biggs, 
Detroit, recorder. Commissioner Gauss 
spoke at the banquet. 
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‘icf. Is Taking Referendum Vote 

ed the b3 

ent inf) Lutheran Mutual Aid Expects to Get 

a '. fa . 

By bE on Old Line, Legal Reserve Basis, 

» Same a Jan. 1 

perin- ‘ 

lamil-— On authority of the Iowa insurance 

inager E department, the Lutheran Mutual Aid of 

ough: F Waverly, Ia., at whose biennial conven- 

of the : tion in Milwaukee it was voted to go on 
an old line, legal reserve basis, has 
| started its referendum and it will be con- 
' cluded by Aug. 1. There was a unani- 


mous favorable vote at Milwaukee but 
the by-laws require that there be a ma- 


its of hie asl , 
jority of all members voting favorably. 


ll 


y1VES 
"ial - When the results of the referendum are 
|. M, — mobilized, the vote will be submitted to 
cisco «the Iowa commissioner. It is not plan- 
and ned to have the old line company start 
Club, ( until Jan. 1. It will be known then as 
» the Lutheran Mutual Life. The Luth- 


»— eran Mutual Aid will want an examina- 
» tion by the Iowa department and nat- 
> rally will take up the subject of its 
transformation with all states in which 
it is admitted. There is so far no op- 
position in the mail vote to the change. 
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the @Total Membership 134,803 
1.4 4 
of Enrolled in 1936 alone 25,096 
in : Total Protection $108,660,736 
30 Written in 1936 
Met. secine. < 14,170,968 

we Benefits Paid 

7° : since 1895.... 37,156,980 
re 
is 4 
er 
he Dora Alexander Talley, President 
e Mamie E. Long, Secretary 

in Home Offices, Omaha, Neb. 

















Plan National Safety Day 





Press Section of N. F. C. to Present 
Plan at Columbus, O., Annual Meet- 
ing—Program Ready 





The program for the Press Section 
of the National Fraternal Congress at 
the Columbus, O., meeting Aug. 30 is 
announced by R. B. McCain, editor of 
“The Chariot,” Ben Hur Life, and presi- 
dent of the section. 

Members will make a tour of inspec- 
tion ef the Carroll Press in Columbus, 
where several fraternal publications are 
printed, starting from the hotel at 2 
p. m. Monday. 

A report of the committee on the na- 
tional safety campaign will be submitted 
to the Congress as a whole. It is hoped 
to inaugurate a national safety day and 
thereby help reduce the unnecessary loss 
of life due to accidents. 

The Press Section meeting will 
held in the Deshler-Wallick Hotel. 

The officers besides Mr. McCain are: 
Vice-President, Mrs, Jeanie Willard, Su- 
preme Forest Woodmen Circle; secre- 
tary-treasurer, Mrs. Mary Baird, Wom- 
an’s Benefit Association. The program is: 

8:30 a. m., breakfast; business session 
immediately following. 

Minutes of preceding meeting. 

Memorial for the late J. A. Martin, Pro- 
tected Home Circle, by Elizabeth Mehan, 
Woman’s Catholic Order of Foresters. 

“The New Social Security and Frater- 
nal Insurance,” John W. Breyfogle, Se- 
curity Benefit Association. Discussion. 

Special Paper (subject to be announced 
later) by Mrs. Jeanie Willard, Supreme 
Forest Woodmen Circle. Discussion. 

“Stimulating the Membership Through 
the Columns of the Official Publication,” 
by Horace L. Rosenblum, Woodmen of 
the World. Discussion. 

Introduction of Resolution for Na- 
tional Safety Campaign of N. F. C. by 
special committee, James G. Daly, United 
Commercial Travelers, chairman. 

Plection and installation of officers. 


be 





Reinsure Chicago Fraternal 





North American Union to Determine 
Lien Dec. 31—Sets Up Separate Fund 
for That Business 





The Chicago Fraternal Life, operated 
for 40 years, has been taken over by 
the North American Union of Chicago 
under a reinsurance and merger agree- 
ment approved by the Illinois depart- 
ment. Office personnel will be moved 
to the North American Union head 
office to handle details of the “Chicago 
Fraternal fund” which is being set up. 
Officials, however, drop out, including 
President Phillip Steele. 

A policy lien becomes necessary due 
to the run down condition of the Chi- 
cago Fraternal Life, but this has not 
been set. For some time a 55 percent 
lien applied to policies, at the insistence 
of the insurance department, but no lien 
interest was charged. Under the rein- 
surance agreement the entire reserve 
will be withheld on all death claims oc- 
curring in the period July 22 (the date 
of reinsurance) to Dec. 31, 1937. Upon 
the latter date lien will be set, retro- 
active in that period. Claims prior to 
July 22 will be paid subject to the 55 
percent lien established by the depart- 
ment Jan. 1, 1936. Lien interest is 6%. 


Carry Out All Benefits 


No limitations or cutting down of 
benefits will be made, President George 
E. Cobb of the North American states, 
but certificates will be carried out under 
their terms and the bylaws. There will 
be a valuation Dec. 31 each year for 
ten years, with adjustment of lien when 
appreciation in assets is sufficient to per- 
mit at least 10 percent reduction. Ex- 
pense charge will be no more than set 
in Chicago Fraternal Life bylaws—a 
maximum of 15 percent, the old loading 
for that purpose. 

There is a moratorium on cash and 





loan values of the reinsured policies for 
ten years. All claim payments under 
paid up and extended insurance due 
July 22-Dec. 31, 1937, will be withheld 
until lien is determined. Members will 
be given all fraternal rights and privi- 
leges, with voting rights the same as 
North American members. The poli- 
cies in the separate fund may be rewrit- 
ten at the option of the holders. 

In the assets, $246,056 mortgage was 
listed as Schedule A, upon which the 
North American will advance money to 
the fund at 5 percent interest to pay 
death claims, etc., administration of ail 
other assets being subject to department 
approval. In valuation, a representative 
of the North American and the depart- 
ment, with an arbiter selected by both, 
will set values Dec. 31, 1937, after which 
the North American will value the busi- 
ness subject to department approval. 
On Dec. 31, 1947, lien will be established 
flat, with no future adjustments, and 
the business then absorbed. 

Officials participating in negotiations 
were President Cobb, Treasurer D. B. 
Maloney, Secretary H. H. Witt, H. S. 
Tressel and L, D. Coyle for the North 
American; President Steele, Secretary 
E. A. Sine, and Treasurer C. O. Kuehne 
for the Chicago Fraternal. The latter 
had Dec. 31, 1936, the department re- 
ports: Admitted assets $1,942,320, 14,340 
members, $10,624,214 insurance in force, 
$404,517 paid by members, $537,597 to- 
tal income, $625,299, total disbursements 
$1,871,303 reserve and miscellaneous lia- 
bilities, and paid $441,704 to members. 





Palda Heads Bar Group 


L. J. Palda, Jr., general counsel A. O. 
U. W. of North Dakota and a pioneer 
attorney of that state, was elected presi- 
dent of the North Dakota Bar Associa- 
tion. He is a pioneer attorney of North 
Dakota, high in his profession, especially 
as an insurance attorney, and specializes 
in life, casualty, and general insurance 
matters. He also is a director of the 
A. O. U. W. 





—— 


Finds Training in Public 
Speaking Is Aid to Agents 





Miss Lorraine Sinton, agency service 
secretary in the Chicago office of the 
Mutual Benefit Life, whose new book, 
“Practical Prestige Building,” sold by 
THe NATIONAL UNDERWRITER has made 
such a big hit, is a contributor to the 
“Pelican,” home office house organ of 
the company on “Public Speaking.” Miss 
Sinton finds that many agents who do 
not have ease, poise and voice timbre, 
have been greatly helped by taking a 
course in public speaking and in this 
way have corrected their faults and 
added to self confidence, She calls at- 
tention to a number of cases. of life men 
who have been greatly benefited by this 
training. In her own office, five agents 
have taken courses in public speaking. 
Miss Sinton says that after pursuing 
their different courses of study the five 
agents concur in these conclusions: 


Conclusions Are Given 


1. You don’t know what your platform 
manner really is unless a kind friend 
tells you the truth. A qualified teacher 
is the best kind of a “kind friend” for 
this purpose. 

2. Instruction and practice in public 
speaking is a help to poise and self- 
confidence all the way along. When you 
see you can interest and influence people, 
you find yourself becoming more inter- 
esting, because you know what it takes 
to be interesting. 

3. Training in voice placement and 
in expressing one’s self easily and agree- 
ably positively adds to the effectiveness 
of face-to-face interviews, and of phone 
work, 

Miss Sinton takes the position that 
assuming a man has ideas of value he 
gives a definite impression of himself by 
manner of 


his voice, vocabulary and 
speaking. “A rich and colorful vocabu- 
lary and an unusual way of saying 


things,” she says, “is a matter of culti- 
vation via the reading and vocabulary 
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building route.” Effective speakers, she 
contends, are made as well as born. 

In the same issue of the “Pelican,” 
Mildred F. Stone, agency field secretary 
at- the head office, gives a very under- 
standing and informative review of Miss 
Sinton’s new book. 





Optimistic Future 
Seen by Cleary 


(CONTINUED FROM PAGE 1) 


confronted with the same problem as to 
safe investment. The average man and 
woman is, in a quandary where to put 
money with safety. If satisfied with 
safety there is usually dissatisfaction 
with the interest or return.” 


Expensive to Die 


In referring to the need of life insur- 
ance, Mr. Cleary said men are growing 
increasingly conscious that it is expen- 
sive to die. Estates need liquidity, and 
the answer is life insurance. 

In the first six months of 1937 the 
Northwestern Mutual Life’s ledger as- 
sets increased $29,000,000 to over $600,- 
000,000 for the first time in the com- 
pany’s history. During the six months 
the company purchased $46,250,000 in 








bonds with a net increase of $38,000,000 
in bond holdings. The largest single in- 
crease was in railroad equipment trust 
certificates, with low yield but favorable 
maturity considering there is hope of an 
upturn in return in the reasonable near 
future when reinvestment will be ad- 
visable. 

The average rate of all bonds pur- 
chased during the first six months of 
1937 equals 3.23 percent, Mr. Cleary said. 

For the first time the Northwestern’s 
mortgage loans are below the $300,000,- 
000 mark since 1925. The mortgage field 
has been disappointing. In the farm field 
mortgage loans have been unavailable 
and the total holdings have gone down 
to $86,000,000. Farm properties owned 
have decreased since Jan. 1. The rate of 
acquisitions of new properties through 
foreclosures is more nearly approaching 
normal levels. There have also been 
sales of city real estate. 

In summing up the situation, Mr. 
Cleary stated that all factors were in a 
favorable direction, except the yield on 
investments which is still discouragingly 
low although no worse but possibly a 
little better than the latter part of 1936. 





New improved settlement option slide 
rule and instruction book. $1.50. Order 
from National Underwriter. 
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Cantrall Honored 
at Northwestern 
Mutual Life Rally 


(CONTINUED FROM PAGE 1) 


increase of 106.47 per cent over his 
three-year average. 

As a prologue to the address on “The 
Power of Quality-by. Selection” by Dr. 
DD. . W.. Wenstrand, medical director, 
a playlet, “An Unrecorded Conversa- 
tion,” written by L. C. Jones, home 
office staff, was presented. It was pre- 
sumed to have taken place at the time 
Dr. Wenstrand was appointed on 
August 1, 1936,.as-successor to Dr. J. 
W. Fisher, now medical director emeri- 
tus. F. A. Barlett, Milwaukee, took the 
role of Dr. Fisher; D. W. Jones, Mil- 
waukee, appeared as Dr. Wenstrand, 
and R. M. Port, Milwaukee, as a North 
western Mutual agent. 

Dr. Wenstrand then cilia the 
agent’s part in underwriting and dis- 
cussed results in that field.. He.said:- 

“A study of business insurance, issues 
of 1902 to 1933 inclusive, taken from date 
of issue to anniversary in 1935, has been 
made by H. Evans, vice-president 
and actuary. This is a large block over 
26,500 lives and in excess of 430. mil- 
lions of insurance. As a whole, both by 
lives and amount, mortality is satisfac- 
tory, approximately our general average. 
However, there is one disturbing ele- 
ment, namely the group where the poli- 
cies were issued on the endowment plan. 
This group includes 873 lives insured 
for $13,179,900. The mortality by lives 
is 40 points higher than that of all plans, 
and by amount 34 points higher. 





Increase in Term Group 


“There is about a 10 point increase 
both by lives and by amount in the term 
group, which might be expected, but the 
marked increase among the endowment 
policyholders can be explained in only 
two ways, namely, the selection was less 
critical when an endowment policy was 
requested or some form of endowment 
was offered instead of the plan applied 
for. This was common practice among 
companies for many years, being one 
way of granting sub-standard insurance 
in the past. However, as these figures 
show and as other older data have 
shown, this practice is not sound actu- 
arially and should not have a part in 
quality risk selection. Do not assume 
that because an endowment policy is ap- 
plied for we shall rule more liberally.” 

During the first six months of 1937, 
6.9 per cent of all applications were de- 
clined. Of these 1.8 per cent were not 
recommended by the medical examiner, 
and 2.9 per cent of all authorized, com- 
pleted applications recommended by the 
examiner were rejected. There were 2.7 
per cent or about 1,000 applications de- 
clined because information called for 
was not furnished. Several millions of 
insurance were lost to agents because 
they did not follow through. 


Various Groups Meet 


Agents and their ladies were guests 
at the annual dinner, attended by more 
than 1,200. Edmund Fitzgerald was 
toastmaster and the principal speaker 
was Merle Thorpe, editor “Nation’s 
Business” and a company trustee. The 
closing session stressed another phase 
of the general theme, “Power to Succeed 
Through Determination.” Fred Repass, 
Waterloo, Ia., chairman of the standing 
committee, presided. “The Road Back 
to Production” was the subject of an 
address by T. M. Waldrop, of Shawnee, 
Okla., a veteran agent whose production 
had totaled $4,874,532, and who was the 
first president of the Marathon Club. 
Mr. Waldrop told how after several 
vears of decline he managed to bring 
back his production. Following the busi- 
ness session and the election of officers, 
R. P. Elliot, of Rochester, Minn., de- 
scribed how in his case “Power to Suc- 
ceed in Being Used” despite a physical 
handicap. As the final speaker to sum 
up the convention and to bring a closing 
inspirational message to the agents, 





— 


Grant L. Hill, director of agencies, Spoke 
on “Use Your Power—Now.” 

The General Agents Association hej 
its luncheon and business meeting, B, }, 
Stumm, Aurora, IIl., president, jj 
charge. The Agency Supervisors Asso 
ciation met for a luncheon, followed }y 
a business meeting. ~ Hector Dod 
Chicago, president, was chairman. Sy. 
pervisory problems and techniques were 
discussed, those in metropolitan agencig 
by R. W. Emerson, St. Louis, anj 
Robert L. Hershey, Brooklyn, N. Y; 
urban and rural agencies by Rober 
Bamber, and W. E. Dunham, both o 
Louisville; and the agency departmen, 
attitude and suggestions by Warren W. 
Lundgren, assistant director of agencies 

A new feature at the Northwestern 
Mutual gathering was a “Friendship 
Luncheon” on the first day for saul 
attending a meeting the first time and 
leaders from the Marathon Club, 4-1 
Club, gold, silver and bronze button win- 
ners, and the officers and standing com. 
mittee of the association. Association 
President F. R. Olsen, Minneapolis, pre. 
sided. Speakers were R. R. Reid, Chi: 
cago, third largest all-time producer of 
the company, who discussed “My 4) 
Years With the Northwestern,” and 
Leroy Schultz, Worcester, Pa., bringing 
a new agents point of view on funda 
mentals, speaking on “The First. Year 
of a Northwestern Career.” 

Roger A. Clark, Pittsburgh, presided 
as president at the luncheon and business 
meeting of the Chartered Life Under. 
writers Association. Milton Elrod, Jr, 
Research & Review, spoke on taxation, 
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The Northwestern Mutual has 13 : 

C. L. U. members. A. J. Johannsen, Chi- ‘The 
cago agent, is president of the national pany. 
chapter. Twenty-three of the first 10 element 
producers of the company for the past ij man-to 
agents’ year hold C. L. U. designations. peg 
Luncheon for Wives bic 
A luncheon and business session was JM set she 
held for wives. Mrs. Sam T. Swansen fi said M 
was hostess, assisted by wives of other In di 
company executives and association off- Large 
cers. Mrs. G. T. Guernsey, Jr., Univer- B® apolis, 
sity City, Mo., spoke on “We, Incor- still ut 
porated,” and W. R. Chapman, assistant said tl 
director of agencies, related what the BR ited a 
company and the agent and his wife are to the 
in a position to do to “Make the Market ing bt 
Know Mr. Agent.” The ladies were also the re 
guests at a garden party luncheon and more 
entertainment at the Wisconsin Club. North 
Mrs. Grant L. Hill was hostess assisted cultive 
by wives of assistant directors of agen- of the: 
cies. small 
buildis 
° ° as the 
Varied Musical Program for quired 
° 2 ° sales | 
Big Convention in Denver prs 
elabor 
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rangements are now being made for ee 
nationally prominent speaker. Twelve Involy 
thousand people, Mr. Samuels estimates, Large 
will be present. Base 
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Prestige Building Stressed 
at Milwaukee Meeting 
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With the general convention theme of 
‘The Power to Succeed Is Yours—Use 







1wes L J 
‘endia It,” the first general ‘session. of the 
; saul Northwestern Mutual Agents Associa- 
ime an(fmmtion covered “The Power of Prestige- 





Building.’ E. M. Lillis, Erie, Pa., was 
hairman. ? , 

Lawrence J. Evans, assistant director 
of agencies, discussed “Goodwill: $1 





ub, 4-1 
fon win 
ng com- 









OCiation _dis 
lis, pre: ime Plus.” Goodwill is usually the most valu- 
id, Chifmable of all assets, and it is one of the 





most valuable of the agent’s assets, 
Goodwill is a product of slow growth, 
Mr. Evans said. “It cannot be produced 
quickly. But it can be built deliberately, 
for every policy, transaction, and rela- 
tionship of a growing business ‘should 
contribute directly to the creation of 
greater goodwill; and this is just as true 
Pfor an individual agent as it is for a 
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od, Jr Personal Contact is 





Supplemented by Advertising 





S135 : 
n, Chi- “The agent in large part is the com- 
ational Ne pany. This is because the most powerful 
st 100 element in salesmanship is the personal 
1e past man-to-man force of the salesman. The 
ations company’s national advertising works 
with that personal salesmanship to help 
create a greater plus value on your as- 
mn was set sheet, and through that, more sales,” 
vansen said Mr. Evans. 
other In discussing “The Future Value of a 
in offi- Large Clientele,” Lewis Stearn, Minne- 
‘niver apolis, presented the viewpoints of a man 
Incor still under 30 years of age. Mr. Stearn 
sistant said that because of his youth and lim- 
at the ited acquaintanceship he had to resort 
fe are to the cold canvass method in prospect- 
farket ing but this had proven successful with 
e also J the result of 106 lives for somewhat 
n and / more than $100,000 his first year as a 
Club. Northwestern agent. He sought and still 
sisted cultivates young men for the future value 
agen: of their patronage, selling them relatively 
small policies at first but in later years 
building up their life insurance estates 
as their means permitted and needs re- 
or quired. He maintained that a simple 


‘ sales talk of no longer than five to seven 
| minutes is much more effective than an 
elaborate presentation. He also advo- 
cated the use of plain, simple terms 
rather than addressing the prospect. with 


for a I 

velve involved, technical terms. 
ma Large Clientele Offers. 
Ne Base for Development 


-In “The Present Value of a» Large 
Clientele,” L, L.: Erickson, St. Paul, told 
how the building of a large clientele in 
the past has proven to be of great value 
mM present selling. Older policyholders 
have been further developed, and they 
have passed word from mouth to mouth 
concerning the service he has rendered, 
resulting in developing business among 
relatives and friends of such policyhold- 
ers. In recent years, he said, he has 
paid more attention to quality than quan- 
tity, which has been made possible by 
the groundwork .he laid in developing a 
large clientele in earlier days. Mr. Erick- 
son has been a half-million dollar pro- 
ducer for. 19 years, -having reported 
$12,500,000 on 1877 lives. .. =: 

H. M. Files, Cedar Rapids, Ia., talked 
on Prestige Building in Your Com- 
munity.” Prestige sums up the differ- 
ence between a success and failure in 
the life underwriting business, he said. 
Pg be gained by working hard and 
a ing the business seriously. One fac- 
a he said, is to have a thorough knowl- 
cage of the business. An agent must 
abe modern in his business and keep 
: fast of changes‘and developments. An 
gent must not only be a student of the 
Flee but of life as a -whole. Mr. 
Nes cautioned -that knowledge should 
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not be gained more rapidly than the op- 
portunity for its use and application. 

The value of service in building.com- 
munity prestige, was stressed by Mr. 
Files. 

Service builds clients and ‘clients build 
more clients.. Getting the confidence of 
members of a community, even to the 
extent of becoming a counsellor in busi- 
ness affairs. of:friends and customers, is 
a valuable asset that builds prestige. 
Prestige cannot be forced and must be 
earned. Community service should be en- 
tered into with a conscience and a genu- 
ine interest or not at all. He also em- 
phasized the value of cordial, fair and 
sympathetic relationship with other life 
underwriters in a community, as good 
things said by competitors create pres- 
tige of value. 

Four outstanding producers dwelt 
upon “The Power of Sustained Effort,” 
with F. R. Horner, Madison, Wis., as 
chairman. A. H. Smith, Nashville, 
Tenn., leader of his state, winner of the 
Class C award who wrote 75 lives for a 
total of $718,658 during the last agents’ 
year discussed “Career Building Through 
Programming.” 


Three Sales Essentials 
Are Outlined by Smith 


Mr. Smith possesses a detailed record 
of every call he has made in his eight 
years with the Northwestern Mutual. 
Answering his own question, “What con- 
stitutes a successful career?’ Mr. Smith 
said three essentials are the desire to 
earn a steadily increasing income year 
after year, profit by knowledge gained 
from prospects and applying it properly, 
and constantly seeking greater prestige 
in the community. He said the good life 
underwriter finds the opportunity of 
meeting older men, successful men, from 
whom he is gaining a greater fund of 
general and specific knowledge with each 
day. Mr. Smith said service to policy- 
holders never should be considered a 
waste of time, despite its exactions of 
many hours of his. working week. He 
said a good secretary was an invaluable 
asset in handling detail and need not be 
expensive, citing figures to show that 
his rent, light, salaries, etc., average but 
16 percent of his gross annual income, 
while comparisons with figures of friends 
among physicians, dentists, attorneys, 
etc., show an overhead of from 25 to as 
high as 50 percent of gross annual in- 
come. 

J. L. Craig, Chicago, who joined the 
Northwestern Mutual as a special agent 
three years ago and each year has won 
prizes under the honor system, produc- 
ing $273,151 on 56 lives during the past 
agents’ years, followed with a talk on 
“Three Years of Sustained Effort,” ‘in 
which he emphasized the fact that at 
the outset he built a track and has been 
running upon it without deviation ever 
since. He plans his. work of the day on 
the night before, and maintains :an intel- 
ligent control of his time by records. Mr. 
Craig remarked that the three: G’s” of 
a successful life insurance salesman are 
“Grit, Grin, and—Intestinal Fortitude,” 
plus being self-sold on the idea that suc- 
cess can be attained only by hard work 
and rigid self-discipline. His formula 
lists “first study, then the intelligent use 
of what is learned, next a study of what 
happens when ‘the information is applied 
and applying the effective results until 
it becomes .a habit, and finally, keep a 
record of results for constant check to 
keep on the right track. . 

T. S. Hook, Wayne, Neb., reviewed 
what it takes to produce under “Sus- 
tained Rural Prospecting,” and pointed 
out that a principal difference between a 





rural. and an urban agent is that the 
rural salesman has a relatively limited 
number of prospects. while the city man’s 
potential policyholders form a vast num- 
ber.:He said the social security act pro- 
tects city workers in old age, but. the 
farmer must-shift for himself,,and he is 
accepting life insurance more and more 
as a remedy. Incidentally, Mr.. Hook 
said the government’s AAA. project: is 
a: fruitful source of prospects if its. rec- 
ords be used.. He said a rural: insurance 
salesman must -possess patience, ‘sincer- 
ity and simplicity, and discernment re- 
garding such factors as making calls out- 
side of the busy seasons, when the far- 
mer resents being bothered. Mr. Hook 
said that because the farm: tempo is 
much slower than that of the urban 
areas, prospects are likely to procrasti- 
nate, but the salesman must. guard 
against. becoming an insufferable bore. 
As another thing, cash is usually scarce 
on the farm and farmers hesitate to bor- 
row to pay premiums, so that an unusu- 
ally intelligent handling of the finance 
problem is required of the successful 
rural life insurance salesman. Rural 
areas lend themselves profitably to use 
of such material as blotters, pencils and 
other advertising novelties, especially 
among children and young men: and 
women and even the farmhand, all of 
whose interest and pride is aroused by 
possession of such material. 

Herman Duval, New York City, vol- 
ume leader for.the past agents’ year with 
production of $1,588,350 on 160% lives, 
spoke. This.number again won for him 
membership in the Marathon Club, as 
for .22 consecutive previous years, or 
since the club was founded for: agents 
writing 100 or more lives a year. Mr. 
Duval joined the Northwestern April :1, 
1905, and in. speaking on the topic 
“Thirty-two. Years of Sustained Effort” 
brought into review a rich experience, 
the recital of which was particularly of 
deep interest to the younger agents and 
more especially those attending their 
first agents’ convention. Mr. Duval said 
he was as enthusiastic over life insurance 
selling today as he was 32 years ago, and 
he still regards it as a truly noble pro- 
fession and a real service to mankind. 

Mr. Duval said when he started his 
career it was the custom for a new agent 
to become apprenticed for a year or two 
with an established agency, and he. said 
the custom might well be revived in 
order to give young men entering the 
business something of a background of 
practical experience not always: gained 
by them in training schools of greater 
or lesser duration. The cold canvass was 
championed by. Mr. Duval as the back- 
bone of his endeavors, for calls on 
strangers can be made as fruitful as 
calls on friends or acquaintances and 
the results of ‘such calls form an educa- 
tion in themselves. Most important.of 
all, Mr. Duvail-declared, is to’‘make ‘every. 
minute of an agent’s working hours 
count, for nothing is so valuable as. time. 

Some other pointers Mr. Duval gave 
the young as well as the older agents 
were: Time your calls to coincide: with 
the prospects’ open mind and low-pres- 
sure hand; cultivate your prospects’ sec- 
retaries and office receptionists, for. they 
frequently can sell a contract for you; 
don’t -waste too much time on inventor- 
ies, for a simple letter is much better 
than a long drawn out and elaborate 
portfolio; always look at your prospect 
and watch carefully his reactions; don’t 
stay too long when you sense impa- 
tience; gain your prospects’ confidence 
by learning something about their indi- 
vidual problems, study them, and try to 
be helpful in their solution without .seem- 
ing to be butting in; never think of the 
commission you may get while doing the 
selling job, and finally, if you sell a man 
at 9 a. m., don’t quit for the day because 
you have made a piece of money, for 
selling another man at 10 a. m., another 
at 11 a. m., and so on throughout the day 
will prove successively easier than the 
previous sale. 











GALES IDEA 


OF THE WEEK 





“See Me After My Vacation” 


At this time af year agents are often 
told “See me after my vacation” and 
“Business is slow now, see me in the 
fall”? - Inthe “Nylic -Review,” F. J. 
Ploger of the Bruchholz agency of the 
New York Life in Chicago, told how he 
handles these objectians: 

“When a prospect asks me to see him 
after his vacation I know I have aroused 
his interest but not enough to make him 
want insurance immediately. Therefore 
I partly agree with him at the outset and 
talk about his plans for vacation,” said 
Mr. Ploger. . ; 

“Then I return quickly to life. insur- 
ance by saying, ‘By the way, how would 
you like to have the benefits of this in- 
surance while you are speeding over the 
highways, canoeing, fishing, swimming 
(or whatever his usual pastime may be) 
and when you come back we will ar- 
range the payments to suit your con- 
venience?” 

“A quarterly premium payment will 
cover the prospect until fall and can 
then change his premium to an annual 
basis. 

“In handling the second objection, I 
usually say, ‘If business is slow now, 
Mr. Jones, the net worth of your busi- 
ness might be worth less to your widow 
and children than if business were good. 
This additional life insurance suggested 
will filf the ‘gap. “Sométimes when busi- 
fless. Continues to be slow, poor health 
follows. If-this should happen to you, 
all the money in the world wouldn’t buy 
the life insurance you would like ta 


have.’ ” 
* * * 


Urges Depreciation Fund 


Business life insurance is “the pro- 
jected shadow of good management,” 
said J. A. Avary, Jr., assistant vice- 
president First National Bank of At- 
lanta, in speaking to the Birmingham 
Association of Life Underwriters. 

Business concerns regularly set up a 
fund for depreciation of machines and 
equipment, but often overlook building 
a reserve to take care of depreciation 
of the directing heads, said Mr. Avary. 
Mr. Avary cited a number of casé his- 
tories from his own bank’s files. to 
show how business insurance had tided 
corporations over the transitory period 
where death caused a change’ in man- 
agement. It is not a rate book which 
agents carry in their pockets but “a 
depreciation . schedule of human 
values,” he. said, . 


*x * * H 
Why Salesmen Fail 

Agency Manager J.. A: Bumstead of 
the Equitable Life of New: York at New 
Orleans offers an interesting survey as 
the result.of a.series of discussion held 
by the Sales Managers Council, which is 
an organization: composed of about 100 
executives, as to why salesmen fail. The 
percentages are as follows: 

1. Lack of industry, 31 percent: Most 
of us are physically lazy. 

2. Failure to follow instructions, 12 
percent. Many of us know a “better” way 
than that of the home office. 

3 Lack of knowledge, 12 percent. We 
just won’t study our stuff. 

4. Lack of aggressiveness, 10 ‘percent. 
Many of us are faint-hearted. 

5. Lack of persistence, 10 percent. 
Many of us quit:too easily. : . 

6. Lack of enthusiasm, 8 percent: Be 
a showman, but be sincere. Be good- 
natured. ‘Feel you own your company. 
“Tt. :Lack of intellectual honesty, 8 per- 
cént. -Many cut corners. 

°8. Lack of tact and courtesy, 4 per- 
cent. Ta 

9. Intemperate habits, 4 percent. 
“10. Poor health, 1 percent. 
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Outside Viewpoint 
on Life Insurance 
Advertising Given 


(CONTINUED FROM PAGE 3) 


agent, picked up the narrative at the 
point where the printed matter relating 
to the campaign was received in his 
office and from there distributed to the 
agents. Records are kept on results and 
interviews and the final summary of re- 
sults, showed traceable business of 
$800,000 in June. 

The qyestion was raised as to whether 
agents would not be inclined to hold 
business up to report in contests. With 
the Lincoln National, Mr. Fisher says, 
this does not occur as it has regularly 
planned special efforts through the year, 
so timed that they do not overlap. 


Ose of National Advertising 





J. C. Elliff, western manager “Satur- 
day Evening Post,” speaking on “Are 
Life Insurance Companies Using Na- 
tional Magazines Correctly?” said life 
insurance has an advantage in that its 
appeal has not the limitations found in 
other fields. The public does not grow 
out of its interest in what life insurance 
has to offer, as it appeals from youth to 
age. 

He displayed charts showing adver- 
tising trends by life insurance companies 
during the depression, and said adver- 
tising is entitled to 75 percent credit in 
a sale by building up public confidence 
and receptiveness, but the agent closes 
the sale. “Advertising carries the ball 
and the agent runs the interference.” He 
recommended getting ideas about adver- 
tising from agents in the field who 
know what will help them to sell. 

E. A. Krueger, State Life, opened a 
discussion on “Is Life Insurance Week 
in Its Present Form Too Much Sugar 
for a Cent?” Mr. Krueger, who has 
handled publicity very successfully for 
Life Insurance Week in Indianapolis for 
several years, told of the trend away 
from the high pressure methods that 
originally prevailed, with luncheon 
speakers and intensive canvass, ta the 
“take it or leave it” attitude that was 
maintained this year. He said the re- 
action in Indianapolis was favorable 
because of the tendency to relieve the 
selling pressure in favor of dissemina- 
tion of helpful information on life in- 
surance protection. 

A. W. Barnes, advertising manager 
Ilinois Bankers Life, read part of a list 
of 95 special weeks which he had com- 
piled. Many of them were so absurd 
that his point to the effect that the spe- 
cial week idea is being overdone needed 
no further comment. He said that he 
had also uncovered 25 special days and 
innumerable tag days. 


Outdoor and Other Advertising 


C. O. Bridwell, New York, vice-presi- 
dent Outdoor Advertising, Inc., said it 
is possible to place advertisments on 
uniform billboards in 18,000 cities and 
towns in the United States. “We tap 
85,000,000 of our population,” he said. 
Brevity is necessary in outdoor advertis- 
ing as it must be read while the observer 
is in motion and it is designed to meet 
this condition. Commenting on the In- 
surance Week discussion, Mr. Bridwell 
said it seemed incongruous to him for 
the word “life” to be followed by the 
word “week.” Brevity strengthens ad- 
vertising copy, he said. 

Following a discussion of “Advertis- 
ing in Fly-by-Night Trade Journals,” a 
motion was carried to recommend to the 
Life Advertisers Association at the 
meeting in September that steps be 
taken to set up machinery for securing 
information as to circulation of insur- 
ance journals for the use of members of 
the association. 

N. A. Owings of Skidmore & Ow- 
ings, industrial engineers, said he asked 
a half dozen life insurance men to tell 
him why he should buy life insurance 
from their particular companies and in 
no case was the answer convincing. He 
got the impression they did not know 
the answer. He compared this appar- 





ent uncertainty with the specific rea- 
sons with which an automobile sales- 
man is primed as to why his prospect 
should buy that particular car. 


He cited instances that had come to’ 


his attention where life insurance had 
served a wonderful purpose but the op- 
portunity had been lost by not human- 
izing the closing of the transaction. Cold 
delivery of an endowment check without 
comment or commendation as to the sac- 
rifice the recipient had made to complete 
the contract is to lose a chance to make 
the most of the occasion, in his opinion. 
“Did a life insurance company ever send 
flowers to a bereaved family?” he asked. 

Life insurance companies have been 
doing a lot for their 60,000,000 policy- 
holders and they should be letting the 
world know about it instead of hiding a 
kind heart behind a grim face,” he said. 
What they are doing to combat disease 
and to promote safety should be pub- 
licized. 

He said life insurance muffed a big 
opportunity at the Chicago world fair. He 
recommended advertising through pub- 
lic schools, county fairs, “and when you 
get a chance for a big spot at a world 
fair or exposition get into it in a big 
way—or don’t go in at all.” One big 
life company, he said, has signed up 
for the coming New York exposition. 

C. C. Fleming, Life of Virginia, presi- 
dent Life Advertisers Association, ex- 
tended an invitation to all present to 
attend the annual meeting of that asso- 
ciation at Old Point Comfort, Sept. 
20-22. 


Many Company Officials 


Company men in attendance were C. C. 
Fleming, Life of Virginia; J. H. Snyder, 
Commonwealth Life; R. Thomas, 
Hazel P. Williams and Norman Gill, 
American United; J. H. McCarroll, 
Bankers, Iowa; Fred L. Fisher and John 
White, Lincoln National Life; B. L. 
Compton, Mutual Life, N. Y.; R. C. 
White, Franklin Life; A. H. Kahler, E. 
B. Raub and Doyle Zaring, Indianapolis 
Life; J. M. Drake and H. L. Drake, Jr., 
Empire Life & Accident; A. U. Cooper, 
Provident Mutual Life; H. G. Wood- 
bury and C. C. Deitch, Reserve Loan 
Life; E. O. Burget and A. C. Louette, 
Peoples Life, Frankfort, Ind.; Floyd A. 
Fisher, American United Life. 

Those attending were guests of the 
“Insurance Salesman” for luncheon and 
of the American United Life at dinner 
and a baseball game in the evening. 

‘Chairman Wade had asked Indianap- 
olis general agents and managers each 
ta select three pieces of their home office 
literature that had clicked most decid- 
edly with their agents and these were 
displayed on panels around the assembly 
room walls. It was Mr. Wade’s idea 
that it is more important to know what 
the men think of the tools that are fur- 
nished by the home office than ta have 
the opinion as to merit from their 
source. 


Washington National Men 
All of Long Experience 
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1915 as vice-president. He was formerly 
connected with the Southern Mutual Aid 
and the Kentucky Central Life & Acci- 
dent. He has spent his entire life in 
insurance work, 

Curtis P. Kendall became an agent of 
the Washington National in 1918, and 
in February, 1925, after service in the 
field in various capacities he became sec- 
retary and in 1926, vice-president. 

H. Brookes Kendall, who became vice- 
president in 1932, started his insurance 
career in 1918 with the Kentucky Actu- 
arial Bureau at Louisville. He joined 
the Fidelity Life & Accident in 1923. 
Treasurer Claude P. Kendall has been 
treasurer of the Washington National 
since 1926. He was formerly a banker 
at Louisville and then became manager 
and head of the claim department for 
a large eastern insurance company. 

Resident Vice-president J. J. Krist at 
Baltimore is one of the outstanding 
industrial men of the country and has 





charge of the eastern industrial division 
of the company. 

L. B. Hoge of San Francisco, resident 
vcee-president, has charge of the Pacific 
Coast department. — 

Harry N. Lukins, general counsel, 
started with the Fidelity Life & Accident 
and has continued with the present 
Washington National. 

Financial Scope 
of the Company 

The Washington National has 200 
home office employes and 2,800 agents, 
which make it a very sizable institution. 
With the accretion from the Great 
Western Life it will have a much larger 
organization and this adds much to its 
stature. 


Cut in Group A. & H. Rates 
Runs As High As 10 Percent 


(CONTINUED FROM PAGE 3) 


group specialists appreciated that the 
rates were too high. 

Those in charge of group production 

are now endeavoring to get agents to 
capitalize on the reduction in rates to 
sell new cantracts. Others are attempt- 
ing to get agents to solicit employers 
to carry group hospitalization plans. 
_ The improvement in morbidity ratios 
justifying the rate reduction, is attrib- 
uted to a variety of factors. For one 
thing, the increased use of medical ex- 
aminations of employes at the inception 
of employment and periodically there- 
after is causing an improvement. An- 
other factor that has had some effect 
and is expected to increase in impor- 
tance is that in a number of states so- 
called occupational diseases are being 
made compensable on much the same 
basis as occupational accidents have been. 
Group accident and health contracts are 
non-occupational. They do not cover 
accidents suffered in the course of em- 
ployment except for those workers that 
are not covered under the compensation 
laws and in those states that do not have 
compensation laws. Where occupational 
diseases are compensated, the group 
A. & H. carrier is not liable. Accord- 
ingly a certain number of sickness 
claims are now being avoided under 
group covers and as the principle of 
compensating occupational diseases is 
extended to new states, the group costs 
will be further decreased. 


Maximum Rate Is Fixed 


The actual benefit from a reduction 
in the cost of group insurance goes to 
those risks that are not entitled to a 
dividend or experience credit on account 
of a good loss ratio. The rate quoted 
is a maximum rate. Those risks that 
have enjoyed good experience have been 
getting rate credits under the formulas 
applied by the various companies, so 
that the net cost has not been out of 
line. With a lower initial premium, the 
result may be that the dividend or ex- 
perience credit for low morbidity may 
be reduced. 

Some risks today are paying as little 
as 35 percent of the manual rates be- 
cause of good experience. 


New Oklahoma Law at Issue 


OKLAHOMA CITY.—Involving the 
question whether an act of the 1937 
legislature prohibiting issuance of a cer- 
tain type of contract is applicable to 
companies which offered it prior to the 
act’s passage, Federal Judge Vaught will 
hold a hearing Sept. 6 on a temporary 
order to restrain Commissioner Read 
from enforcing a ban against the “per- 
fection endowment” policy of the Lib- 
erty National Life. 

The act bars sale of policies on a 
plan by which holders are grouped for 
benefit purposes, and 
Read invoked it against the Liberty Na- 
tional Life. The company asserted the 
act could not be invoked against its pol- 
icy, which was offered prior to passage 
of the new law. 











More money with accident. Read Acci- 
dent & Health Review for details. $2 a 
year. 175 W. Jackson, Chicago. 
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Opinion Is Rendered on 
Oklahoma Property Law 


The new Oklahoma act imposing 
penalty on corporations for holdi 
property for more than seven years, 
limited under the constitution, 
construed and interpreted by the 
torney-general in an opinion to Coun 
Attorney Carter of Durant, Okla. Ty; 
act is the modified law substituted { 
the dangerous escheat bill that 
considered recently by the legislatyy 
and caused much concern to life cop 
panies owning property in Oklahom 

Effective date of the act is not may 
clear in the bill but the attorney-ge 
eral rules it is Aug. 10, 1937. Thy 
seven year limitation applies to the t 
tal period of possession, the opinig 
states, and does not begin to run fro 
the effective date. He rules thy 
when a corporation divests itself ¢ 
title to property, the intent and py. 
pose of the act has been accomplished 
Therefore, a bona fide gift of real ¢ 
tate effectually disposing of all right 
title and interest in the real estate con, 
plies with the act. 

He states the act does not authoriz 
corporations to hold real estate in vio 
lation of the act for seven years atte 
the effective date of the act. Fy. 
ther, a corporation holding real estat 
in violation of the act on its effectiy 
date is subject to penalty. The x 
specifies that holding real estate in vic. 
lation of the act in addition to othe 
penalties involves a levy for the firs 
year of 1 percent of ‘the property’ 
assessed ‘value and ‘the law require 
corporations to pay a penalty for m- 
lawful holding of real estate during 
each calendar year or portion thereof. 

Therefore, the attorney-general rule; 

a corporation holding a tract of real e- 
tate in violation of the act during any 
part of 1937 subsequent to Aug. 10 i 
subject to the penalty provided for the 
first year unlawful holding and if the 
tract of real estate is unlawfully held on 
Jan. 1, 1938, the corparation will be sub- 
ject to the penalty provided for the sec- 
ond year. 
_In addition, he rules, every corporz- 
tion owning or holding any real estate 
in violation of the act within 90 days 
from Aug. 10 must file statement cor- 
taining a list of real estate held in vio- 
lation of the law. 

This new law, known as the corpora 
tion land law, was house bill No. 77 
and appears as article 1, chapter 46 of 
Harlow’s sessions laws of 1937. 








John Hancock Mutual Life 
May Enter Texas; Wood 
Surveys the Territory 





J. Harry Wood, manager of ordinary 
agencies of the John Hancock Mutua 
Life, has been in Texas laying the 
ground work should his company de 
cide to enter the state. He has been 
interviewing some field men. If the 
company enters Texas, offices will prob- 
ably be opened in the major cities Sept. 
1, Mr. Wood states. John Hancock 
Mutual, he explains, never has operated 
in Texas. It has operated a large loan 
office in Dallas for a good many yeafs 
and has millians of dollars invested 1 
the state. 

A good many of the eastern compa 
nies have been looking upon the Texas 
field in the last few years. Connecticut 
Mutual, Equitable Life of New York 
and State Mutual Life have gone inte 
Texas rather ‘recently. 





Correction as to Littlejohn 


In the article concerning the death 
of James P. Sullivan, reference was 
made to A. C. Littlejohn of Springfield, 
Ill., with the erroneous statement tha 
he is in the penitentiary. Littlejohn 
free pending an appeal from his com 
viction in federal court on a charge © 
usng the mails to defraud in connection 
with his insurance operations. 
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Took Overdose of Sedative 





Voluntary Action Doesn’t Necessarily 
Preclude Recovery Under Double 
Indemnity Feature of Policy 


' 





_ The New York appellate division, 
second department, has reversed the 
judgment that was given in favor of 
the insurer and granted a new trial in 
the case of Meyer vs. New York Life. 
The lower court dismissed the com- 
plaint of the beneficiary, who sought 
to collect double indemnity benefits of 
$10,000 on the ground that death caused 
by unwittingly taking an overdose of 
sodium ortal, a sedative, constituted 
death by accidental means. The bene- 
ficiary was entitled to present the ques- 
tion of fact to the jury, according to 
the higher court. 

In New York, according to the higher 
court, the definitions of accident and 
accidental are not strictly limited to 
the sudden application of some ex- 
ternal and violent force, but include 
something that happens which causes 
injury or death, where the original act 
was a voluntary one, leading not to the 
natural and probable consequences, but 
to an unforeseen result. Likewise, it 
is not always necessary that the words 
“external and violent” shall be inter- 
preted as related to a blow or fall; but 
they are given a wider sweep as ele- 
ments of causation where bodily in- 
juries follow. In the ordinary under- 
standing, the unexpected result in this 
case of taking a sedative would be an 
accident caused by some violent reac- 
tion of the drug taken, exercising a 
force external to its natural effect; and 
with death resulting from an accidental 
cause. The voluntary character of the 
act undertaken did not exclude either 
accidental means or accidental results 
in fixing liability based on accidental 
cause in the case of injury or fatality 
not designed or expected. 





Construes Issue Under Form 
Covering Entire Family 





The Colorado supreme court was 
called upon to decide a controversy in 
connection with $1 a month contract 
covering all members of the family that 
was issued by the International Service 
Union Company. The plaintiff was 
Mascarenas. 

The certificate insures all immediate 
members of the family—husband, wife 
and unmarried children. On the death 
of any member, but as to one member 
only, the company undertakes to pay a 
sum determinable from a schedule set 
forth in the certificate. The certificate 
was issued Feb. 9, 1934, and it required 
the payment of $1 a month on the anni- 
versary date. 

On Oct. 12, 1935, the husband, who 
was away from home, died suddenly. 
The wife claimed that on Oct. 11 she 
sent to the insurer by mail $1. The 
company’s receipt for the remittance is 
dated Oct. 14. 

There is nothing to indicate that when 
the company issued its receipt it knew 
of the husband’s death and the trial 
court’s findings absolved the wife from 
the charge that she mailed the required 
payment after her husband’s death. The 
company contended that the certificate 
had lapsed. 

The supreme court observed that the 
certificates provide that any payment ac- 
cepted after expiration of grace period 
shall reinstate certificate. That is pre- 
cisely what occurred here, according to 
the court. Where with knowledge of 
the death of the assured, the company 





retains a premium payment without 
which liability would not attach, it is 
estopped to deny liability. The rule 
applies even when the insured was dead 
when the premium was paid. 

International Service Union says that 
since its certificate insured the lives of 
all members of the family, while a mem- 
ber of the family continues in life, the 
certificate remains in force and that it 
rightly retained the October payment on 
that account. The court took a contrary 
view, pointing out that the certificate 
undertook to pay death benefits on the 
death of one member only. While the 
certificate insures the lives of all mem- 
bers of a family it does not continue 
until the last member shall have passed. 
Upon the death of any member the cer- 
tificate matures and when payment is 
made on account of such death the com- 
pany is no longer obligated. By retain- 
ing the premium the company brought 
itself within the rule of lability as ad- 
judged by the trial court. 


Sunset Mutual Bound by 
Holding Against Reinsured 


The Sunset Mutual Life of California 
has been held liable by the California 
supreme court for the tull amount of a 
judgment obtained by a policyholder 
against the kKoosevelt Mutual Life As- 
sociation, which was reinsured by Sun- 
set Mutual. The case was Sawyer vs. 
Sunset Mutual. 

‘The amount of the judgment was 
$3,000. That was the face of the policy, 
but there was a provision that if there 
were fewer than 3,000 members in the 
association at the time of the assured’s 
death, the recovery should be at the 
rate of $1 per member. Sunset Mutual 
contended that the liability should be 
only $820, because there were only 820 
members, 

Sunset Mutual, the supreme court 
held, is bound by the adjudication of 
the trial court in the suit against Roose- 
velt Mutual as to the amount of liabil- 
ity. It is not necessary for a reinsurer 
actively to participate in the defense of 
the action, provided it is proved that 
the reinsurer has notice of the pendency 
of the action and is afforded an oppor- 
tunity to defend, and the defense is car- 
ried on without fraud or collusion by 
the original insurer. The issue with 
reference to the number of members in 
good standing in the Roosevelt Mutual 
was not available to Sunset Mutual as a 
defense. 





Benefit Concern Is Upheld 


The Fidelity Mutual Benefit Associa- 
tion has been upheld by the Illinois ap- 
pellant court, second appellate court dis- 
trict, in limiting a death payment to one- 
fifth the face of the certificate. The pol- 
icy provided that if death resulted within 
12 months from bacterial trouble only 
one-fifth would be paid. The assured 
died from lobar pneumonia. The mutual 
benefit concern contended that the cause 
of death was bacterial trouble. The 
court held that the testimony that lobar 
pneumonia is a bacterial trouble was not 
refuted. There was nothing for the trial 
court to do but to render judgment for 
the mutual benefit concern. 


Common Disaster Opinion 


A “common disaster” decision has 
been handed down by the Minnesota 
supreme court in Miller vs. McCarthy. 

Miller was the assured. His wife was 
the beneficiary. Both were killed in an 
automobile accident. The question is 
whether the wife survived the husband. 
Policy stipulated that in the event of 





the death of the beneficiary before the 
death of the insured, the interest of the 
beneficiary in the policy should rest in 
the insured, the insured also retaining 
the right to change the beneficiary. The 
administrator of the husband’s estate 
and the administrator of the wife’s es- 
tate both claim the funds. 

The court held that the burden was 
rightly placed upon the representative 
of the wife’s estate to prove that she 
survived her husband. The court held 
that the procedure at the trial was 
proper. The request of an autopsy was 
delayed until a few days before the day 
set for trial and the refusal to then 
grant the same cannot be held in abuse 
of discretion. Judgment in favor of the 
husband’s administrator was affirmed. 


Copy of “App” Not Required 
With the Reinstatement 


The provision in the Mississippi law 
requiring life companies to deliver to the 
assured with the policy a copy of the ap- 
plication does not have reference to any 
reinstatement subsequent to the original 
delivery. This was the decision of the 
Mississippi supreme court in holding 
against the claimant in Walker vs. Aca- 
cia Mutual. 

There was no denial that in the appli- 
cation for reinstatement false state- 
ments known to the assured were in- 
cluded. However, the beneficiary relied 
on the provision cited above. Had it 
been necessary that the old policy be 
surrendered and a new one issued and 
delivered, or had this, in fact, been done, 
the court stated, it might be that a dif- 
ferent case might be presented, but so 
far this record shows, the old policy re- 
mained in the possession of the assured 
at all times after its original issuance 
and delivery. 


Upholds Parol Gift of the 
Policy to First Spouse 








On the theory that a life insurance 
policy may be the subject of a parol gift, 
the Florida supreme court has held that 
the first wife of the assured is entitled 
to the proceeds against the claim of 
the second wife. The case was Shanna- 
han vs. Shannahan. 

Bernice Shannahan, the first wife, was 
the named beneficiary. Frequently be- 
fore his death the assured requested the 
insurer to change the beneficiary to 
Catherine Shannahan, but he did not 
deliver the policy for that purpose and 
no change had been made. He was con- 
fined to a hospital and his nurse later 
became his second wife. At that time 
he decided to abandon his first wife and 
children. Before doing so he gave his 
first wife the policy, telling her that he 
was through paying on it and that she 
could do what she pleased with it. Ber- 
nice Shannahan kept the policy in force 
for several years’ with her own earn- 
ings, openly resisted all efforts on the 
part of the assured to recover it and 
always contended that the policy was 
hers. 


Occupational Lie Voids Cover 

On the ground that the assured, in his 
application, had lied about his occupa- 
tion, the Kansas supreme court has held 
that the insurer is not liable as a result 
of the death of the assured. The case 
was De Pee vs. National Life & Acci- 
dent. 

The assured was killed in a gun battle 
with police officers. In his application 
he stated his ocupation for 14 years pre- 








Paid-up Option Applies 
Is Illinois Court Finding 





Frequently attempts are made in the 
courts to get around the automatic paid 
up option by contending that a dividend 
under the policy should have been ap- 
plied to keep the policy in force on a 
regular basis. Usually these attempts 
are unsuccessful. Illinois appellate court, 
second appellate district, in Rawson vs. 
John Hancock Mutual recently was pre- 
sented with this issue and held for the 
insurer. The assured died June 30, 1933. 
The premium that was due April 18, 
1933, had not been paid. Not having 
elected any other option, John Hancock 
exercised option A that under the cir- 
cumstances provided $7 paid up insur- 
ance. 

The cash surrender value was $4.06. 
The beneficiary contends there was a 
dividend of $8.19 due and that the divi- 
dend plus the cash surrender value 
equaled more than enough to pay the pre- 
mium due April 18. The resolution un- 
der which the dividend was declared 
provided for disbursement for policies, 
which shall be in force on their respec- 
tive anniversaries in 1933.” This policy 
was not in full force on that date and the 
beneficiary is entitled only to the paid up 
insurance, the court found. 








ceding the application had been that of 
a plasterer. As a matter of fact for 
half that period he had been in jail and 
was a parole convict at the time of his 
application. The misrepresentation was 
material to the risk and rendered the 
policy void from its inception. 


“Selling Disability 
Insurance” 


A book prepared for the Accident and 
Health Salesmen by men who know how to 
sell this coverage. 


By S. E. BELFI and others 








This may be called a field manual 
for disability producers and it is 
packed full of good sales suggestions, 
sales talks, and alibi killers. The 
eight sections comprising the book 
are: 


APPROACH—Presenting the Policy in a 
Businesslike Way 

SALES TALKS—A Group of 31 Proven 
Presentations 

MEETING EXCUSES—Courteous, 
rect Answers to 86 “Alibis” 

PRACTICAL FIELD SUGGESTIONS— 
Covering Agency Building, Advertising 
Plans, Elimination of Lost Motion, Col- 
lections, Lapses, etc. 

“ICE-BREAKING” Sales Letters— 
Types Used In Selling Professional Men 
eal Those in Varied Walks of Life 

POSSIBILITIES OF THE BUSINESS 


SALES PORTFOLIO FOR SELLING 
GROUP 


Di- 


BUILDING A FUTURE. 
Experienced agents as well as new producers 
will get many suggestions from this latest 
book on the subjects to enable them to 
solicit disability insurance more effectively. 

The book contains 150 pages and is attrac- 
tively bound and printed with apt illustrations. 
Page size 51%4x8% inches, oe $1.50 for one 

; 12 copies, $1.40 each; 25 copies, i 
each; 50 copies, $1.20 each; 100 copies, $1.10 
each. SEND YOUR ORDER TO— 


THE ACCIDENT & HEALTH BULLETINS 
420 E. Fourth St., Cincinnati, Ohio 
copies of “Selling Dis- 


at $1.50 per copy, it- 
paid, for which I enc bataaddu aca in 


WR adhe écignvensagees énbadnandehcadeseactece 
(Please print) 

NGNOR we ciscsisicdacaccscdanedamearsaseesetbasin 

Oicssitiisicncimaccen States s. mv.0s00- 

















Once and for All — Let’s Get the Record Straight!— 


about this Life Insurance Business . 


READ 


LIFE INSURANCE SPEAKS 
FOR ITSELF 


By M. ALBERT LINTON, President Provident Mutual, Philadelphia 






































This uniquely important work has grown out of the imperative 
need for authoritative information to correct widely publicized mis- 
statements and false charges about the practice of the life insurance 
business today. Here is no partisan and uncritical advocacy of the 
entire business but a scrupulously careful and informing statement 
of the reasons why the life insurance business is conducted as it is. 














CONTENTS 


Hindsight vs. Foresight 


“You Charge Different Prices for the Same Answers all the typical criticisms! 
Thing” 


Mr. Linton takes up one by one all the typical criticisms, shows 
just where each is misleading, and offers a correct interpretation. 
In a concise, sound, yet not-too-technical manner he gives the plain 
facts about costs, reserves, premiums, emergency loans, dividends, 
mortality tables, and other factors. And in addition he describes the 
structure of the life insurance business and the directions in which 
improvements are being made. 

Mr. Linton’s background, like the title of his book, “speaks for itself.” It 
would be difficult to find a man better fitted to undertake this tremendous task. In 
addition to being President of the Provident Mutual Life Insurance Company, he 
is President of the Actuarial Society of America, ex-Chairman of the Executive 
Committee of the Life Insurance Sales Research Bureau, a former Chairman of 
the Life Insurance Week committee, and former Actuarial Consultant to the Com- 
mittee on Economic Security of the United States. 


Here’s what Theodore M. Riehle says - - 


“I feel that President Linton is performing a really remarkable service to the 
nation at large, in the presentation of his new book. The attacks which have been 
made recently upon the institution of life insurance are so crude and are based 
upon such dangerous fallacies that the public should be protected by just this kind 
of an accurate, scientific but yet simple treatment of the subject.”—Tueropore M. 
RiewxeE, President, The National Association of Life Underwriters. 


Don’t Miss This Most Important New Book ! 


Get it NOW! Use this Coupon! 


To The National Underwriter Co. 


erm Insurance 
Ten-Year Endowment Insurance 
“You Should Pay the Face of the Policy 
Plus the Reserve” 
“In the Event of Death You Confiscate the 
Reserve” 


“Protection and Investment Programs 
Should Always Be Separated 
Relative Safety of Principal 
Availability in Emergency 
Return on the Investment Fund 
“When I Borrow My Own Funds You 
Charge Me 6% Interest” 
“A Person Is Foolish to Buy Anything But 
Renewable Term Insurance” 
A Page From the History of Renewable 
Term, Insurance 
“Cut the Cost of Life Insurance by Drop- 
ping Old Insurance and Taking New” 
Six Per Cent Interest—Not Guaranteed 
“An Unconscionable Charge for a Year's 
Protection” 
“Life Insurance ‘Dividends’ To Fool the 
Public” 


“The Obsolete American Experience Table 
of Mortality Makes Life Insurance Cost 
Too Much” 

“How Expensive That Policy Is!” 

“The Average Life of a Policy Is Only 
Seven Years” 

“Lots of New Business and No Gain In 
Insurance In Force” 

“You Profit Enormously When Insurance 
Is Surrendered” 

Is There Nothing About the Life Insurance 
Business That Could Be Improved? 











TYPICAL OPINIONS 





“Mr, Linton’s book is a clear, ac- 
curate and interesting analysis of 
the many fallacies and misunder- 
standings which exist concerning 
life insurance. It should be invalu- 
able to the intelligent buyer of life 
insurance.”—James A. Fulton, Presi- 
dent, Home Life Insurance Co. 


“Life Insurance speaks clearly and 
authoritatively in the pages of Mr. 
—— excellent book. It is a much 


“It would not be possible for me to 
speak too highly of the interesting, 
informative and instructive manner 
in which this book is prepared. Bven 
a skeptic could not fail to be con- 
vinced after reading it. It fills a 
long-felt need.”"—Joseph C. Behan, 
Vice-President, Massachusetts Mu- 
tual Life Insurance Co. 


“From a wealth of knowledge and 

experience Mr. Linton, with rare 

insight and clarity, has deftly turned 

the tables of misunderstanding.” — 
fe Holderness, Vice-President, 

ee Mutual Life Insurance 
0. 


“Effectively Answers these ‘Difficult’ Questions”’ 


420 East 4th Street, Cincinnati, Ohio. 


copies “Lire Insurance Speaks For Itser” 
Price $1.50 (or quantity price) per copy 
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